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YOWSAH!} Peconner,28 
yp FORTUNE SHOE WEEK 


a | } The one big week when America is 

















buying conscious — the week just 
before Christmas — advertised in a 
smashing full page on the 


BACK COVER 






OF LIBERTY 


and special window trims featuring 
three of the outstanding patterns of 
Fortune Shoes selected by 





Ben Bernie, The Old Maestro 
Ted Weems, and Jan Garber 


Three of the nation’s foremost or- 
chestra leaders of radio and stage. 






= te & tor ae . 
. 7] int 
vA Gift pout? either of 
men! tks * “ jo yh 


“ran aE SHOES 
’) F ORI LIN Bh» 4 10 5 


ty 









{ 
we 


NASHVILLE? 


Sas mars 
Tod esis french me PS 


yen’ 


y 
mPAN 
cere; 


1G 
$M O  Dieis 





cuLanP 





pene 


What a Break for Fortune Dealers 


Three of the biggest names of radio and stage tied-in with your 
store and featuring the three patterns selected by them as ideal for 
Christmas gifts for men. 


Now Is the time for action 


If you are a Fortune dealer watch for the broadside mailed you 
giving details of the big Fortune Sales Week. If you are not a 
Fortune dealer and wish to tie your store in with these three dynamic 
personalities, during this week, wire for particulars. aaa, * 3° 


RICHLAND SHOE COMPANY 


NASHVILLE, TENNESSEE 
A Division of General Shoe Corporation 


@Note: A Fortune salesman is on his way to you with the widest range of sports ever offered the trade at popular prices—wait! 
Nationally known because Nationally Advertised. 








When writing advertisers please mention Boot and Shoe Recorder 
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Vol. CIV, No. 12 


boots never die out, it seems. 
President Roosevelt recently was 
shown the Department of Labor’s 
periodic cost-of-living index. On 
it he discovered such antiquated 
items as plug tobacco, bloomers, 
hairpins, camisoles and high-but- 
ang (71 Sean 


> gan 





ton shoes. Mr. Roosevelt sol- 

emnly sent the index back to his 

lady Secretary of Labor with the 

notation: “Revise all items mak- 

ing up cost-of-living index—and 

leave out the high-button shoes!” 
* 2 


Fleny J. Grossman 
of the Cincinnati Shoe Company 
says: 

“The flower of recovery is deli- 
cate. Fear will nip it. Confidence 
will make it bloom.” 

“Last April, the shoe business 
cut the ropes and soared sky-high. 
Buying exceeded any possible nor- 
mal expectations of increased 
business. October saw pessimism 
and confusion again in the saddle. 
Yet, between April and October, 
for the first time in several years, 
real advances have been registered 
in employment and payrolls in 
many industries and pretty gen- 
erally over the country. 

“Good sense and good business 
today demand sane, orderly buy- 
ing, keeping sizes up so that sales 





BOOT 6 /HOE 


will not be lost; call for reason- 
able confidence—and, above every- 
thing, keen selling. Keen selling 
of women’s shoes today starts by 
realizing that women have learned 
the feel of a good shoe in the years 
past when they were buying a lot 
for their, money. Some merchants 
paid dearly for selling sub-stand- 
ard merchandise not so long ago. 

“Reasonable increases in price 
today are justified if the value is 


there.” 
* * 


a4 
Children 


Who Run on All Fours” is the 
title of a book by Ales Hrdlicka, 
Director of the Smithsonian In- 
stitute, and we went in search of 
the book to answer the inquiry of 
a retailer. It seems a mother came 
in for shoes for her child who ran 
on all fours. The idea was to help 








the child to walk erect. In this 
book we find out it is not at all 
uncommon for the animal instinct 
of running on all fours to con- 
tinue in childhood for a number 
of years. Locomotion is natural, 
rhythmic and amazingly like that 
of an alert animal. It is evidently 
some sort of a hereditary trait— 
so we ask the question, “How 
would you fit a child that walks on 
all fours?” 


ORDER 
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The VOICE of the TRADE 


H igh-button 


F amous-Barr Company 
of St. Louis, telegraphed Presi- 
dent Franklin D. Roosevelt at the 
White House, Washington, D. C., 
as follows: 

“We want you to kaow how 
whole-heartedly the citizens of St. 
Louis are backing the “BUY 


aS) MIGOSH 3 
gall : 





4 


NOW” campaign. They’re say- 
ing it with purchases. We have 
just staged a special event—‘“ST. 
LOUIS DAY’—to quicken the 
pace of business. It rang the bell 
and the cash registers to the tune 
of the largest volume of business 
over any two-day period since 
1929. It required the addition of 
2250 extra employees to serve the 
vast throngs. Our staff totaled 
5809. The largest number ever 
employed by this store. The bene- 
fits of this added buying will 
spread to hundreds of manufac- 
turers the country over. We in- 
terpret the public’s spontaneous 
response as an expression of con- 
fidence in your inspiring leader- 
ship, the Administration and the 
NRA program. 
“FAMOUS-BARR CO.” 


Then the store told the public: 
“St. Louis day has enjoyed a 
triumphant return. Although a 
lapse of six years separated this 
unique event from its last appear- 
ance in 1927, St. Louisans have 
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kept this event alive in memory. 
The thousands upon thousands 
who streamed into this store every 
minute of the day were tangible 
evidence of that. We promised 
you the ‘MIGHTIEST MER- 
CHANDISING EVENT IN 
OUR HISTORY.’ You took us 
at our word... and came... 
and bought. We thank you for 
this vote of confidence. Your 
record-breaking purchases have 
not alone saved you many a dol- 
lar, but they have helped to pro- 
vide employment for countless 
people in St. Louis and through- 
out the country.” 

‘+e + 


D un’s 


Insolvency Index for October to 
date was 76.8, compared with 
136.6 for the same time in October 
of last year—a decline of 43.8 per 
cent and 137.3 two years ago. The 
insolvency index this year was the 


lowest for October in many years. 
2 


Ben Barnes, 
in the “Pick-up,” says: “Watch- 
ing the antics of business leaders 
in connection with the codification 
of industry recalls to mind a story 
read somewhere long ago. 





“There was a certain man of 
Jerusalem who was invited to a 
wedding feast, and as was the cus- 
tom in those days, he was told to 
bring with him a bottle of wine 
that it might be added to the com- 
mon store so that, when the time 
came, they might drink thereof 
and make merry. And this man 
said to himself: ‘I will fill my bot- 
tle with water instead of wine, for 
my share will never be missed.’ 
So he filled his bottle with water 
and went to the feast and emptied 
it into the common store. And 
when the stewards went to draw 
the wine, lo, nothing came forth 
but water, for each man had said 
unto himself: ‘My part will not 
be missed.’ 





PROSPERITY 
“ pe w 


@noe 





Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 25, 1933 





SELFISHNESS 


—Mankind, more than any other form of 
animal life, is selfish. 

—Thousands of years ago men lived in caves 
—because they were selfish. 

—tThey wanted to protect themselves from 
other men with acquisitive instincts, as 
well as from wild animals. 

—Today a man is selfish, or thinking of self, 
when he dodges an automobile or tries to 
avoid an influenza epidemic. 

—He is also selfish, in another sense, when 
he tries to advantage himself at the ex- 
pense of the other fellow. 

—When | was a smallish youngster my 
grandfather used to recite to me the 
prayer of the selfish man: 

bless me and my wife, 
My son, John, and his wife, 
We four, no more, Amen! 

—NRA is a selfish experiment; but it is 
selfish in a collective constructive sense. 
We can afford, in fact we need, that kind 
of selfishness. 

—But when a man misuses or misinterprets 
NRA to his own personal gain, at the 
expense of his fellow man, then he is 
practising the wrong kind of selfishness. 

—This country is big enough and fruitful 
enough to give all of our people a slice of 
prosperity pie. 

—But this happy condition will never arrive 
until we are all willing to be selfish only 
in a collective sense. 


Zact 61th 


President. 








“In the great program that is 
being undertaken by the Govern- 
ment to bring the various indus- 
tries into a cooperative arrange- 
ment, there are those who would 
like to put only ‘water in the com- 
mon store.” Yes, even the retail 
code dragged through an inexpli- 
cable delay for that very reason.” 

* * * 


Stanley M. Lane 
of Lane Brothers Co., Boston, 
writes the Recorper as follows: 

“We received your Nov. 4th 
issue, and in reading it over came 
across an item from the Boston 
News Bureau, on page 13. The 
matter written therein is correct, 
but for the retailer who hasn’t 
studied the hide and leather situa- 
tion, this may be misleading. 

“If you will make inquiry 











among the large leather dealers, 
you will find that very few hides 
were purchased and made into 
leather at 14c., and that the aver- 
age was 10c. 

“The impression given in the 
article from the Boston News Bu- 
reau, without some explanation, 
would be that the present prices 
of leather may have been based 
on 14c. hides, which is not the 
case.” 

“You can therefore see that 
some shoe dealers who do not 
make a study of the market condi- 
tions on raw materials and com- 
modities, would get the impres- 
sion that the prices of shoes should 
drop correspondingly with the de- 


cline in prices.” 
* * * 


Dun for a bill— 
what a story! Joe Dun, a bailiff 
of old London, had such a dex- 
terity in collecting bills that he 
could get blood out of a turnip, 
and so folks who wished to col- 
lect a bill got into a way of saying 
—“Why don’t you hire Joe Dun?” 
which they subsequently shortened 
up to “Why don’t you dun him?” 

* * * 


Gold kid 


is rising in price because the price 
of gold is rising in the world’s 








markets, and much gold kid is be- 
ing cut up in shoe factories for 
making party slippers and dancing 
sandals for holiday festivities. 
The gold in the finish is worth 
more than the leather, and the best 
of it is 23-karat fine. Should gold 
kid slippers be taken to the jewel- 
ers to be shined? Gold kid now 
comes chiefly from abroad. Prog- 
ress is being made in the manufac- 
ture of it in this country. 
a 


Davia S. Josephson 
of Trenton, N. J., has a brother 
connected with the Amtorg Trad- 
ing Co. Last Summer this brother, 
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when on a visit to Russia, was the 
unwitting cause of a near riot. 
Crowds of: men followed Joseph- 
son down the streets of Moscow. 
It developed that the crowd was 
interested in the strange shoes he 
had on his feet—black and white 
sport shoes. Moscow men had 
never seen shoes like these before 
and thought the wearers were 
American millionaires and _ not 
“Comrades.” 
* * x 


The Harvard 


Business School announces an ex- 
tra session Jan. 19th to Aug. 15th: 


“This extra session,” says the 
announcement, “particularly meets 
the requirements of men out of 
college a period of years who are 
marking time or are temporarily 
unemployed and have discovered 
their own need of a broader train- 
ing. The School finds there is a 
demand for trained young men in 
business even under present con- 
ditions. As evidence of this is the 
almost normal placement record 
of its graduates. 

“Tn October, 1932, 85 per cent of 
the 1932 class were employed and 
in October, 1933, the same number 
of the 1933 class had positions. 
But what is more important, when 
all policies and practices of busi- 
ness are under careful scrutiny as 
at present, the superiority of a 
comprehensive business education 
over mere training for a limited 
routine becomes apparent. The 
purpose behind the entire process 
of education offered by the School 
is to develop flexible minds to meet 
ever-changing economic situations 
as they arise.” 


* * * 


Shoe men engaged. 
The engagement of Harry Hahn, 
Jr., who is identified with the 
Hahn chain of shoe stores in 
Washington, D. C., is announced, 
the lady being Miss Isabelle Hof- 
heimer, daughter of Mr. Caesar 
Hofheimer. Hofheimer Bros., of 
which Mr. Caesar Hofheimer is a 
member, also has a large group of 
shoe stores in Richmond, Norfolk 
and other Virginia cities. 
The engagement of Morris 
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Yoskin of Geuting’s in Philadel- 
phia, which has just been an- 
nounced, to Miss Blanche C. Drill, 
also of Philadelphia, might be 
called the culmination of a ro- 
mance of the fitting stool. Miss 
Drill, who was a customer of Geu- 
ting’s, had both a 4-B foot and a 
lively interest in shoes. 


* ok Ox 
M. M. Nankin, 


of Nankin Shoe Store, Inc., 
Miami, Fla., says: “Our windows 
right now have very few Fall 





shoes ; in fact, we have a very nice 
display of about six or seven 
styles of all white buck oxfords, 
as well as other sport numbers, 
and we sell more of this type shoe 
than what you call Winter shoes. 
The only solution we have for the 
Man Public of America to avoid 
suffering the consequences of 
Winter is for him to come to 
Miami and enjoy our weather 
down here during the Winter.” 


* 
A letter 


from a debtor to his creditor, 
transmitted to us by a shoe mer- 
chant, reads: 


“BETTER LET WELL ENOUGH 
ALONE — SHOE COMPANY. 


* Ok 

















“Dear Sirs: 

We are in receipt of your letter of 
the 22nd inst. and we are surprised at 
its tenor. 

Evidently you are unaware of our 
method of payment of accounts, so for 
your benefit we will explain. 

Each month, when we have inspected 
our balance at the bank, we set aside 
a certain sum for the payment of ac- 
counts. Each creditor’s name is then 
placed in a hat and the winning credi- 
tors drawn are paid the amount due to 
them. 

We hope this explanation will be suf- 
ficient, and if we have any more of 
your damn nonsense your name will 
not even be placed in the hat.” 

The shoe merchant makes this 
added comment: “If only a credi- 
tor would write to his debtor in a 
like manner saying: ‘We put all 
the bills in the hat and we are only 


dunning those drawn.’ ” 
ees 


Frank Wood, 
of R. H. Fyfe Company, Detroit, 
Mich., is confident of a spirited 
Spring business, and he says: 

“Some manufacturers, espe- 
cially in the Middle West, are 
preparing some very ‘fast’ pat- 
terns, and people are believed to 
be ready for novelties as they have 
not been for a long time. 

“Tt is possible that the optimism 
that apparently forecasts the end 
of the depression will be reflected 
in gayer clothes and in striking 
shoe styles. 

“Price advances have been ac- 
cepted gracefully by most retail 
customers, in view of the current 
trends in wholesale prices. There 
have been few complaints, 





“Sure, I’m majoring in podiatry. Isn’t Miss Perkins Secretary of Labor?” 
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Time Now to Plan for an 


National Seasonal Opening in New York, 
December 5-8, to Reveal Style and Price Trend 


| interest centers in 
this year’s Seasonal Opening of the National Boot 
and Shoe Manufacturers Association, to be held at 
Hotel Commodore in New York Dec. 5 to 8. It will 
afford the first real opportunity shoe merchants have 
had to gauge the trend of today’s market as a whole, 
under one roof, since the beginning of the epoch- 
making changes in merchandising that have accom- 
panied the measures adopted to bring about national 
recovery. It likewise affords the first opportunity to 
survey styles and compare prices of next season’s 
lines in a national exhibition where products of every 
important shoe market will be on display. 

Because of the widespread interest in these vital 
matters, which will have such an important bearing 
on merchandising plans for the present and the im- 
mediate future, an unusually large attendance of 
retail merchants, merchandising executives and buyers 
is expected at this year’s opening. 

While the official dates of the National Seasonal 
Opening are Dec. 5, 6, 7 and 8, the important events 
of the week will start on Monday, when the Thirtieth 
Annual Convention of the National Boot and Shoe 
Manufacturers Association will be held beginning at 
2 p. m. in the grand ballroom at the Commodore, and 
the association’s Spring Style Conference will be 
staged immediately afterward at the same place. The 
style conference was a major event of last year’s 
Seasonal Opening and is expected to prove of equal 


interest this year, both to retailers and representatives 
of the manufacturing and allied branches of the in- 
dustry. The complete program for the Style Con- 
ference is published elsewhere in this issue. 

Another important event in connection with the 
National Seasonal Opening will be the thirtieth annual 
banquet of the National Boot and Shoe Manufac- 
turers Association, on Thursday evening, Dec. 7, at 
the Commodore, to which retail buyers and others in 
attendance at the opening are invited. Tickets for 
the dinner will be $10 this year instead of $15 as 
formerly. Reservations should be made at once at the 
headquarters of the National Boot and Shoe Manu- 
facturers Association, Chrysler Building, New York. 
The banquet will start at 9 o’clock and will be fol- 
lowed by an elaborate revue, with music, entertain- 
ment and Broadway celebrities as headliners. George 
Miller is chairman of the committee in charge. 


The convention of the 
National Boot and Shoe Manufacturers Association 
will be primarily a business session, with reports from 
the various officers and committees, discussion of 
plans and policies for the coming year and the annual 
election of officers. Much of the discussion will 
naturally center around the new responsibilities de- 
volving upon the association in connection with the 
administration of the Code of Fair Competition for 
the Boot and Shoe Manufacturing Industry. In this 
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Early Spring 


connection an important feature of the convention 
will be an address by Colonel Roscoe Conkling, 
Deputy Administrator under the National Recovery 
Administration. 

Aside from the convention and fashion pageant on 
Monday and the annual banquet on Thursday eve- 
ning, the week will be devoted to the exhibition of 
shoes for the coming season which constitutes the 
outstanding feature of the National Seasonal Open- 
ing. The principal interest of the buyers from all 
parts of the country who attend the opening centers 
in this exhibition of coming styles. 

Sample rooms of the official exhibitors will, as 
heretofore, occupy several floors at the Commodore 
and every opportunity will be afforded for visiting 
buyers to contact manufacturers’ representatives, in- 
spect the new lines, place their orders and inform 
themselves fully as to the style and price tendencies 
which have such an important bearing on retail mer- 
chandising policies for the coming year. It is felt 
that the retail merchant who avails himself of this 
opportunity will be in a much stronger position to 
plan his merchandising, both for the immediate future 
and for the Spring selling season before Easter. 
Manufacturers and their representatives will also 
obtain a valuable retail reaction to the styles which 
they have developed for Spring selling, as a result 
of their contacts with retailers and retail buyers at 
the show. 

Aside from the natural interest of retailers in 
[TURN TO PAGE 62, PLEASE] 
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ALMA ARCHER 
Of United Press, Who Will Direct Fashion Pageant 
at Style Conference. 


Before placing orders for Spring 
shoes, every retail merchant and buyer will wish to 
verify and supplement such information as he already 
has regarding important style tendencies, both as to 
shoes themselves and those developments in apparel 
that promise to influence fashions in footwear. To 
supply this information in a way that will be both 
authentic and practical, the National Boot and Shoe 
Manufacturers Association has arranged for a Spring 
Style Conference, to be held in the grand ballroom 
of the Hotel Commodore, New York, on the after- 
noon of Monday, Dec. 4, the day preceding the open- 
ing of the National Seasonal Opening. 

Frank A. Garside, chairman of the Style Confer- 


MARGARET CASE 
Managing Editor of Vogue. 





EWART S. NEWSON 
Merchandising Editor of Vanity Fair. 
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o Tell the Story 


a 


Spring Style Conference and Fashion 
Pageant of National Boot and Shoe Man- 
ufacturers Association, December 4, at 
Hotel Commodore, New York, to Show 
New Shoes for the Coming Season with 


Their Apparel Fashion Background 


Vv 


ence Conmmittee of the National Boot and Shoe 
Manufacturers Association, has arranged a most inter- 
esting program, with addresses by recognized authori- 
ties on men’s and women’s styles, to be supplemented 
by a fashion pageant, staged under the direction of 
Alma Archer, of United Press. Merchants and 
manufacturers will recall the Style Conference pre- 
sentation under her direction last year, which proved 
so interesting and practical that she was selected 
again to direct this phase of the conference program. 
She will present a number of living models, wearing 
clothes expressly designed for this presentation by 
Maybelle Manning, with appropriate shoes designed 
by Vida L. Moore, the well known custom bootmaker. 





VIDA L. MOORE 
Custom Bootmaker, Who Created Shoe 
Designs for Conference. 
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of Spring Fashions 


rN 


Recognized Style Authorities to Tell a 
Complete Story of Men's and Women's 
Fashions at National Seasonal Opening— 
Advance Showing of Spring Apparel and 
Footwear, with Living Models, to Be an 


Interesting Feature of the Conference 


Ww 


Speakers on the program will include Ewart S. 
Newson, merchandising editor of Vanity Fair, who 
will tell of “Spring Trends in Men’s Apparel and 
Footwear,” and Margaret Case, managing editor of 
Vogue, who will speak on “European Trends—Amer- 
ican Styles for Spring.” Carl Byior, president of 
Carl Byior and Associates, New York, is to speak 
on “Style Plus Publicity.” 

The conference will take place at the Commodore, 
immediately following the business session of the 
thirtieth annual convention of the National Boot and 
Shoe Manufacturers Association, which is scheduled 
to be held in the grand ballroom of the Commodore 

[TURN TO PAGE 70, PLEASE] 






wav fare. 


MAYBELLE MANNING 
Who Designed Clothes to be Exhibited at 
Conference. 








FRANK A. GARSIDE 
Chairman, Style Conference Committee, National 


Boot and Shoe Manufacturers Association. 








STYLE CONFERENCE PROGRAM 


December 4, Grand Ballroom Hctel Commodore, New York, at 
2.30 P. M 


Frank A, Garside, Chairman Style Committee, National Boot and 
Shoe Manufacturers Association. 
“Spring Trends in Men’s Apparel and Footwear,” 
Ewart S. Newson, merchandising editor, Vanity Fair. 
“European Trends—American Styles for Spring,” 
Margaret Case, managing editor, Vogue. 
“Style Plus Publicity,” 
Carl Byior, president Carl Byior and Associates, New York. 
A Pageant of Spring Styles: 
Conducted by Alma Archer of United Press, with models wear- 
ing clothes expressly designed by Maybelle Manning and ap- 
propriate shoes for these costumes designed by Vida L. Moore, 
custom bootmaker. 











Vv 


Fare and one-third for round- 
trip has been granted by the 
railroads to those attending the 
National Seasonal Opening, pro 
viding they secure certificates 
from local agents at time of 
purchasing one-way ticket. 


Certificates, when validated 
in New York, will entitle those 
in attendance to purchase re- 
turn tickets over the same line 
at one-third the regular one- 













CARL BYIOR 
President of Carl Byior and Associates, 
New York. 
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Spring Lines at the Commodore 


Official List of Exhibitors at National Sea- 
sonal Opening, New York, December 5-8 


A 
Air-O-Pedic Shoe Co. ............ . Brockton, Mass. 
Ac, PENS NENA, cece wie ne'<0.0010s00 06000 Abington, Mass. 
D. Armstrong & Co., Inc. .........6. Rochester, N. Y. 
M. NN. Arnold Shoe Co. ......scecce South Weymouth, Mass. 
Ault-Shackford Shoe Co. ........... Auburn, Maine 
Ault-Williamson Shoe Co. .......... Auburn, Maine 
PAR NEE oss <0 0.6 scsecewenne Avon, Mass. 

B 
Bancroft-Walker Co. .......00000008 Waltham, Mass. 
ES OS, Oe re Centralia, II. 
Bates: Shoe Company .............+. Webster, Mass. 
Blue Ribbon Shoemakers ........... St. Louis, Mo. 
ee SS 2 a rn St. Louis, Mo. 

Cc 
Edwin Clapp & Son, Inc. ........... East Weymouth, Mass. 
ET ES > ee ee Carlisle, Penna. 
SOMONE, CRON oo osieis dns cease Lynn, Mass. 
Commonwealth Shoe & Leather Co. .. Whitman, Mass. 
Compo Shoe Machinery Co. ........ Boston, Mass. 
Consolidated Shoe Corp. ............ Cincinnati, Ohio 
RS NOD ooo. bi dksck sco oesek Rochester, N. Y. 
Oe Ne foul. 2 6 ae Philadelphia, Penna. 
Ge en oe Cle |. ees Marlboro, Mass. 
Curtis-Stephens-Embry Co., Inc. .... Reading, Penna. 

; D 

Devine & Yungel Shoe Mfg. Co. .... Harrisburg, Penna. 
Walker T. Dickerson Co. ........... Columbus, Ohio 
ROI MERION GO. oo oss svicccs conse Baltimore, Md. 
Dodge, Bliss & Perry Co., Inc. ...... Newburyport, Mass. 
Dunn & McCarthy, Inc. ............/ Auburn, N. Y. 
DuPont Viscoloid Co., Inc. ......... New York, N. Y. 
The Irving Drew Co. .............. Portsmouth, Ohio 

E 
J. Mibwands & Co., Ine. ...... 2600008 Philadelphia, Penna. 
Newton Elkin Shoe Co. ............ Philadelphia, Penna. 
L. B. Evans’ Son Co. ............000 Wakefield, Mass. 
Excelsior Shoe Co. .............000 Portsmouth, Ohio 

FE 
VLE 8 OD 0a aan Brockton, Mass. 
Sap TS 6 an ens Rochester, N. Y. 

GS 
A. Garside & Sons, Inc. ............. Long Island City, N. Y. 
Andrew Geller Shoe Mfg. Co., Inc.. . Brooklyn, N. Y. 
General Shoe Corporation ........... Nashville, Tenn. 
Gerberich-Payne Shoe Co. .......... Mount Joy, Penna. 
CepR Oe MEER, GO. 4... oscccceeccices Boston, Mass. 
Ng a 6 ar Lynn, Mass. 

H 
Hoge Montgomery Co. ............. Frankfort, Ky. 
Huth & James Shoe Mfg. Co. ....... Milwaukee, Wis. 

J 
George O. Jenkins Co. ...:.......05% Bridgewater, Mass. 


Johansen Bros. Shoe Co. ........... St. Louis, Mo. 
Johnson, Stephens & Shinkle Shoe Co.St. Louis, Mo. 


The Julian & Kokenge Co. .......... Columbus, Ohio 
K 
Kane, Dunham & Kraus, Inc. ........ St. Louis, Mo. 
Geo. E. Keith Company ............ Campello, Mass. 
A. S. Kreider Shoe Mfg. Co. ........ Elizabethtown, Penna. 
The A. S. Kreider Shoe Co. ......... Annville, Penna. 


W. L. Kreider Sons Mfg. Co. ...... Palmyra, Penna. 





L 
Laivd, Schober & Co: «22 ..2...06 680% Philadelphia, _—— 
T60's GHGES NG. 5s. ieee secs ceeae’s Brooklyn, N. Y. 

M 
Marshall, Meadows & Stewart, Inc... Auburn, N. Y. 
Charles Meis Shoe Mfg. Co. ........ Cincinnati, Ohio 
The Menihan Company ............. Rochester, N. Y. 
Meyer Bros. Shoe Co., Inc. ......... Brooklyn, N. Y. 
Milius Shoe Company wiaiel are ace 94 EOE St. Louis, Mo. 
DMCC SONS ENE: ois. 556. sv ccwa'nwe Long Island City, N. Y. 
Miller, Hess & Co. gin eclasns oeaaae Akron, Penna. 
P. W. Minor & Son, Inc. ........... Batavia, N. Y. 
Morse & Molloy Shoe Co. .......... Manchester, N. H. 

N 
Fe) Sa) oe go: th rr Syracuse, N. Y. 

‘@) 
O'Donnell Shoe Corp... o66:606:00:5:0 St. Paul, Minn. 
Orthopedic Shoes, Inc. ...........4+ New York City, N. Y. 

P 
M. A. Packard Company ........... Brockton, Mass. 
Paramount Shoe Mfg. Co. .......... St. Louis, Mo. 
Pedigo-Lake Shoe Company ........ St. Louis, Mo. 
Premier Sno 460; AMC... 6.0 6660ccees00 Long Island City, N. Y. 

R 
ROG (CrOsS NOES :058seciaiensaweswse Cincinnati, Ohio 
A POND: ohio Sauiees@ece Rochester, N. Y. 
Rice-O’ Neill Shoe Co. ...........+2: St. Louis, Mo. 
Hicn=-V omel Sn0e CO. .....5.6.c3c008 Hartford, Wis. 
BOE ORRe ete. (COS 6 oa side 6kcn ces St. Louis, Mo. 

S 
Samuels Shoe Company ............ St. Louis, Mo. 
Schwartz & Benjamin, Inc. ......... Brooklyn, N. Y 
The Selby Shoe Company ........... Portsmouth, Ohio 
SRerwood ShOC GO, ..65.66.0666060 0. Rochester, N. Y. 
Se Or ie Oe Auburn, N. Y. 
bey MOINS CO) 6.5 060.0 oes o's cea eas Brockton, Mass. 
The Stetson Shoe Co., Inc. .......... South Weymouth, Mass. 
LD, SARS SO CO... occ nccces sc Red Wing, Minn. 

T 
Deebie: Snee:Co) - so. s1.4500<eeauseses Waupun, Wis. 

U 
United Shoe Machinery Corp. ...... Boston, Mass. 
United States Shoe Corp. ........... Cincinnati, Ohio 

Vv 
Vitality Shoe Company ............. St. Louis, Mo. 

WwW 
Wiaiias Seve. Go... 6s icc cess ee Schuylkill Haven, Pa. 
Wall-Streeter Shoe Co. ............. North Adams, Mass. 
Wiley-Bickford-Sweet Co. .......... Worcester, Mass. 
Willits Shoe Company .............. Halifax, Penna. 
Gel ION, REI is do ese ivalsceoe’ Brooklyn, N. Y. 
Wolff-Tober Shoe Co. .............. St. Louis, Mo. 
Bd. Wert & Go Tae, 66s cs ot Rockland, Mass. 
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Experience 
The Best 
Diploma £ 


By 
HARRY LASKY 


Proprietor, Lasky's Shoe Store 
Marion, Ind. 






Recently a local newspaper 
dubbed me “Grant County’s Expert Shoe Fitter.” At 
first I considered that nickname just soft-soap rub- 
bed on by a newspaper publisher who was eager for 
advertising. Perhaps the newspaper had an eye on 
our growth, which in view of prevailing conditions, 
has been almost phenomenal since we began business 
in February, 1932. 

It is quite possible, on the other hand, that local 
foot doctors were responsible for the nickname. I 
have consistently refused to fit feet that need treat- 
ment. “Go to your foot doctor,” I tell such cases. 
“I have no shoes that will cure your feet. Let the 
doctor correct your foot ailments; then we will fit 
you properly and give you relief.” Consequently, I 
have gained, not only the good will of the patients, 
but also the approval of every foot doctor in town. 
This fact is demonstrated by the regularity with which 
shoe prescriptions and patients are sent to me. I deal 
with each of these cases conscientiously. 

Already the “no fit, no sale” policy is giving me a 
favorable kickback. Daughters of “used-to-be” suf- 
fering mothers flatter us with these kinds of remarks: 
“Mother suffered terribly with her feet until she came 
to you for a fitting.” ‘You gave mother such a beau- 
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tiful fit that I thought I would try you out.” “I’m 
leaving it to you to fit me for comfort and style.” 

I’ve discovered that the best shoe advertising agency 
in existence is a woman with a comfortable fit. 

One day I got to mulling these things over in my 
mind, and my heart began to warm to the enthusiastic 
newspaper man who dubbed me with that flattering 
nickname. Doctors, lawyers, dentists, teachers, 
preachers and mechanics go to school and receive 
diplomas which certify that they have completed a 
prescribed course and are qualified to engage in pro- 
fessional work of one kind or another. “I’ve got it, 
I thought to myself, that nickname is my diploma. 
Here I’ve been making a study of feet and fitting for 
twenty-five years. I’ve put my heart into my work. 
I haven’t been content with merely selling shoes, I’ve 
developed a dogged determination to fit every pair I 
sell. I’ve studied the various kinds of lasts and heels. 
I’ve studied the manufacturers and contacted those 
who meet my requirements in lasts and heels and a 
dozen other fine points.” 

I’ve studied Boor anD SHOE REcorDER and metro- 
politan shoe markets to keep pace with the styles. 
By the way, I would recommend to other shoe dealers 
[TURN TO PAGE 62, PLEASE] 
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Spring 


Plow has the style program 
as formulated at the Astor in October, been shaping 
itself in these past few weeks? What’s been happen- 
ing in this interval between the retailers’ style meeting 
and the manufacturers’ show next month? For the 
retailer, prepared now to begin his Spring buying, 
we are high-lighting recent developments in the 
Spring fashion picture. 

The big news is low heels. At the style meeting, 
if you remember, the subject of low heels was intro- 
Both Vogue and Harpers mentioned flat heel 
There was 
some discussion but very little excitement. We said 
in our summary of the meeting “Watch this low heel 
idea. It’s the most striking idea in the whole style 
meeting.” That hunch turned out to be a good one. 
Shortly afterwards O’Connor & Goldberg brought 
out their “flats,” centered on a 13% eighths heel. 
Brooklyn factories started sampling low heeled san- 
dals and ties. The pattern makers in the past few 
weeks have had many calls for low heeled types. The 
idea is taking hold. 

The low heel, as advanced for Spring, however, is 


duced. 
oxfords and sandals as worn in Paris. 
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Shoe Fashions 


not as low as the one worn in Paris. Thirteen and a 
half eighths to 14/8 is the story now. When the Sum- 
mer season comes, the extremely flat 8/8 heel may 
come in, particularly in the cheaper grades of each 
footwear. But in Brooklyn, in Spring styles and the 
better grades, the less extreme height seems to be 
winning out. This is logical: enough for two reasons. 
First, we do associate flat heels with the most inex- 
pensive grade of shoes. And second, few women can 
go from the 18/8 heel of Winter footwear to an 8/8 
heel without feeling the strain on leg muscles. 

The noteworthy thing about this whole heel develop- 
ment is that these shoes are not “Flapper” shoes. It 
is the fashion-wise woman who will take up the low 
heel this Spring—for comfort and for fashion’s sake. 
And there is no question that these low heels will take 
away some business from shoes built on an 18/8 
height. 


Pattern Developments 
The silhouette of the season is definitely high on 


the instep and then very decidedly cutout. The past 
four weeks have brought forward the following high- 
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Aes pa 2 ater 


p-to-Date 


By RUTH HARRINGTON 


riding cut-out patterns: (1) An endless variety of 
open throat Theo tie ideas. Variations of the Monk 
shoe, also with cut-outs, might also be classified in the 
same category. This open throat idea looks like a 
sure successor to last season’s winner—the one or two 
eyelet tie. (2) Shoes derived from the Ghillie—that 
is, patterns with lacings threaded through intricate 
strippings and loopings. This is a carry-on of a 
winter fashion, but very much lightened in effect. 
(3) Open sandals. For the current cruise business 
a number of sandals are made with open toes to fea- 
ture the tinted toe nails. This will undoubtedly be 
repeated for summer. Spring types are more con- 
servative. The majority of low heeled shoes men- 
tioned above fit into this classification. (4) Novelty 
straps, with two types claiming attention. (a) The 
low riding strap which belongs to the same silhouette 
family as the Theo tie. (b) The high riding, ex- 
tremely broad strap, with the open shank, a high style 
and extremely smart shoe. 





In the St. Louis market, bicycle patterns, i.e., with 
the lacings carried down to the toe, are all over the 
[TURN TO PAGE 64, PLEASE] 
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The photographs show various degrees of formality in Spring suits, 

with shoes styled in character. Note that in the three softer en- 

sembles the actual detail of the shoes has been adapted from the 
details of the costume. 


At the extreme left is the classic country suit, to be worn with a 
classic service calf oxford with square eyelets and creased vamp, 
featuring the new low heel. 


The second outfit, from Bruyere, is in a hairy woolen, stitched in 
black. The smart open throat tie, in black calf with saddle and 
underlay panel of grey suede, is also detailed with stitching. 


The third outfit is from Schiaparelli, in grey broadcloth with rust 
colored accessories. The rust colored shoe, with its bow knot, 
represents a best selling type of pump. 


The fourth suit from Jenny is in a soft grey, with a belt of leather 
cording in several colors. This new detail is echoed in the strip 
trimming of the marine blue calf shoe, with its bands of grey and red. 


Since the Style Program Was Adopted 
These Developments Have Taken Place 
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All Whites Loom Up 


For Summer Volume 


By 
HARRY R. 
TERHUNE 


They Promise, for the First Time in Modern Men's 

Shoe History, to Lead the Procession as a Sport 

Style Proposition—Trimmed Whites Seen Coming 

Up As a Contrast to General Acceptance of All- 

Whites, With Several Brown Shades as the Most 
Favored Trims 








Buckskin and napped surface 
leathers will take the lead 
among men’s white shoe ma- 
terials for next Summer, 
though the trade eye is being 
focused on the swift rise to 
favor of white washable goat- 
skin. Here’s an _ all - white 
model fashioned for the fellow 
who wants plenty of swank. 


To appeal to more conserva- 
tive tastes, this straight tip 
pattern offers a design that 
works up very effectively in 
all white. Moderately stitched, 
and perforated across the tip. 
This type of shoe promises to 
have a wide sale for spectator 
sport and general Summer 
wear. 


Here is the type of trim that 
promises most popularity dur- 
ing the coming season. Great 
care should be exercised in 
choosing the color and leather. 
Bourbon, Sun Rust and High- 
land Brown will be widely 


white combinations. Note the 
composition sole and heel. 
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This model lends itself admirably to the smart, dressy effect obtainable in all-white goatskin. Note the judicious use of pinking and per- 
forations and the pin prick perforations on the tip. 


F or the first time in the 
history of shoe merchandising, all-white shoes will 
be the major sport style proposition for men next year. 

The RECORDER has for several years accurately 
predicted volume white seasons for women. Now 
we unqualifiedly predict a great white season ahead 
for men’s shoes. 

There are three main classifications for men’s white 
leathers. First, napped leathers, comprising buck, 
reversed calf and suede. Second, smooth finishes, 
which include calf, goat and elk. Third, grained sur- 
faces, either glazed or scuffed, on calf, goat and 
genuine seal. 

There are several important facts which tend toward 
a popularity of all-white shoes for men. Most im- 
portant is the versatility which a solid white shoe 
offers for wear with variously colored suits. The 
solid white attractively accents brown, blue, grey and 
mixture suits, as well as off-white linen, seersucker, 
and Palm Beach garments. 

Then there is the matter of keeping the shoes clean 
and presentable. It costs less to have solid white 
shoes cleaned on the bootblack’s stand than combina- 
tions. For men who wish to emulate their wives and 
sisters and clean the solid white shoes at home, the 
task is relatively simple: the combination shoe of white 
and tan, or white and black involves much greater 


care, time and invariably amounts to a messy job 
that few men care to undertake. Such leathers as 
washable goatskin, calf, genuine seal and elk, all solid 
white, naturally offer much easier wearing through- 
cut the warm weather because a cloth dampened with 
soapsuds will almost instantly remove any soiling. 
There is no denying that the solid white shoe on a 
man’s foot imparts more swank and, if adequately 
cleaned, gives a feeling of immaculate grooming. 
Finally, and not least, is the fact that solid white is 
usually cooler than white with color. 


I, planning a white shoe, 
it does not usually follow that one leather need be 
employed all over. Surface contrasts are ascending 
in popularity in men’s footwear, as they have been in 
women’s for some time. Favored surface contrasts 
in the solid white shoe are rough finishes on wing 
tips and fox, or on the saddle and smooth leathets 
for saddle, collars and tips. 

There are evidences, however, of trimmed white 
shoes for men, as a change from the solid white 
which has been worn evérywhere and shown in every 
price grade. It is far from likely that the trimmed 
white shoe will account for more than 15 to 18 per 

[TURN TO PAGE 72, PLEASE] 
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Why a Profiteering Inquiry Now? 


Ls.’ t it a trifle early for 
public hearing upon price changes? General Hugh S. 
Johnson has called for a fact-finding inquiry on Dec. 
12 in the auditorium of the Chamber of Commerce 
Building, Washington, D. C. 


“This hearing is for the purpose of obtaining facts with 
respect to prevailing prices that will enable the Administrator 
to establish the extent to which current prices may be justi- 
fiably attributed to the operations of industry and trade under 
approved codes of fair competition of the National Industrial 
Recovery Act or under the President’s Reemployment Agree- 
ment, and to determine whether existing price increases may 
be warranted or the result of monopolistic practices. 

“All persons who have made purchases at prices believed 
to be unwarranted, or in violation of the President’s Reem- 
ployment Agreement or any approved Code, will be given full 
opportunity to appear at the hearing either in person or by 
representative and state the facts with respect thereto. Where 
a number of persons wish to present evidence of the same 
set of facts, however, the Administrator reserves the right to 
require that one representative of such persons present such 
evidence for all.” 


If this hearing is to be one of those old profiteering 
inquisitions then it is certainly ill-timed and ill-advis- 
able. We can speak only for a retail shoe industry 
which has certainly not taken advantage of the neces- 
sity for higher prices in line with supply, demand and 
replacement. The retail shoe industry has shown 
great restraint and we hardly believe that a single case 
will be brought before the hearing challenging retail 
prices of shoes. 

But the menace is there nevertheless and in a public 
hearing thrown open to the malicious, discontented 
and the limelight seekers, there is bound to be pub- 
licity dangerous to individual stores and to trades. 
In the profiteering hearings a decade or more ago, 
names of stores were mentioned and the resulting 
publicity was exceedingly damaging to several honor- 
able concerns in the trade who had difficulty in ex- 
plaining to the public the necessity for margin ade- 
quate to cover perishable fashion footwear. 

The public can never understand the margin of 
markup needed for the sale of a commodity like shoes. 
{There is evidently no opportunity at the public hearing 
for the merchant to answer specific charges but we 





hope representatives of our trade and other trades 
at retail will be present to explain the necessary costs 
cf distribution in the light of recent advances. 

A merchant buys 36 pairs of shoes and finds in the 
experience of trade that 18 pairs sell at a 40 per cent 
markup and the “balance can only be moved in clear- 
ance and that the net result of the transaction is a 
loss. A member of the Consumers’ League or any 
individual may challenge the markup on a single pair 
without knowing the status of the service of selection 
and the risk of sale that attends the function of re- 
tailing. Now, if that same merchant should mark the 
shoes up to a higher point to make possible an ultimate 
profit, he is likely to be branded as a‘profiteer under 
the NRA. 

In the notice of this public hearing on price changes 
is this rather amazing clause: 


“This hearing is to consider only price changes with respect 
to industries or trades under the jurisdiction of the NRA. It 
does not include price changes in food and foodstuffs, agri- 
cultural commodities or other products under the jurisdiction 
of the Agricultural Adjustment Administration.” 


The above clause reveals quite clearly that perhaps 
the public hearing is for the farmers’ benefit, for the 
complaint is loud in the land of the farmer that he is 
getting less money for his commodities and paying 
higher prices for his necessities. We have it on the 
authority of V. S. Szeliski, of the Research Division 
of the NRA: 


“Tf a product is of such a type that an increase in the price 
would cause a large falling off of demand, obviously a rise 
in wage rates, in theory at least, might operate to bring about 
a decrease in employment and in payrolls. Luxury or semi- 
luxury goods are of this type, and so also are those subject © 
to the competition of substitutes. At the opposite extreme 
we have goods of inelastic demand, the most extreme example 
of which is food. Food prices could be increased 10 or 20 
per cent without decreasing the consumption by more than 1 
per cent or so. That is to say, the whole of a wage rise 
could be passed on to the consumer. In such cases, wages 
could be put up very much higher. The difference must be 
appreciated and taken into consideration as modifying 
— of the living wage and the principle of station in 
ife 


So the food store is exempt in the hearing and all 
other retail fields are vulnerable to the complaints of 
[TURN TO PAGE 68, PLEASE] 
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OF ROBERT D. SMITH & CO., PHILADELPHIA 
BROADCASTING..... 


EAGLE-OTTAWA 


Chrome Patent Leather 


| 
During the past year when the reception of | 
Patent Leather was mostly static deliveries in | 

v/ 


our territory have increased 69%. 


Hard work on our part was not the only rea- 
son. The leather works; that’s announcing 
worth listening to!! 


@ 
“TUNE IN”’ 


on some factory 


using it and get the reports. We aim 
to have a “Nation Wide Hook-Up” 
between tannery and manufacturer. 









































EAGLE-OTTAWA 


Flexible Sides—Bends 
Cut Innersoles 


A flexible voice is necessary in broad- 


casting. . . «© +« « « -« 


A flexible innersole should be just as 
necessary in shoes... . . . especially 
where the manufacturer takes Pride in 


his Product. . F , a * 


FAGLE-OTTAW) ——_— 


GRAND HAVEN, MICHIGAN 


CHICAGO—912-922 W. WASHINGTON BLVD. 
SAN FRANCISCO—569 HOWARD STREET 
PHILADELPHIA—325 ARCH STREET 

ST. LOUIS—1602 LOCUST STREET 

NEW YORK—2 PARK AVENUE 
BOSTON—112 BEACH STREET 


















When writing advertisers please mention Boot and Shoe Recorder 





26 


a 


Pete, 
ah lee NIN lg oe 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 25, 1933 





Here is a decidedly new window treatment, developed by F. E. Whitelam, display manager for R. H. Fyfe & Company, Detroit. The center 

panel, which forms the outstanding feature of the window, is of natural cork and the life-size illustration of the fashion model is burnt 

in. Cork letters are used for the words “Autumn Fashions” at the top of the panel. The metal bands on the panel and cylinders are of 
sheet copper affording a pleasing contrast. The effect was much more striking in the window than it appears in the photograph. 


Style Windows for a Gay Season 


Play Up Formal Footwear for Holiday Festivities 


While Christmas specialties 
will tend to dominate shoe store window displays 
during the next few weeks, we can by no means afford 
to neglect the claims of fashion footwear, and par- 
ticularly of evening slippers for formal wear. Formal 
shoes come into their own during this festive holiday 
time, when so many social activities cluster about the 
Thanksgiving hearthside and the Christmas tree. 
New Year’s, too, lies just in the offing, and a gay 
New Year it promises to be, with hotels and restaur- 
ants making a special bid for favor that will doubtless 
attract many of the stay-at-homes of recent years. 


So, while they give over a major portion of their 
window displays to gift merchandise, retailers should 
also remember that, first and foremost, their business 
is the selling of shoes, and the winter social season 
offers a splendid opportunity for the promotion of 
those types of style footwear that are logically in 
demand at this time and incidentally carry profit 
possibilities by no means to be overlooked. 

The holidays bring throngs of young folks home 
from school and college for the vacation and it’s an 
excellent idea to tie your window promotions and 
newspaper advertising in with the social events that 
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Shoes by Gregory 
& Read Company, 
Lynn, Mass. Opera 
Star Pumps. In 
stock. No. 7421, 
Hubschman's Tand- 
rite Light Weight 
Black Calf. 





tather Jor “fastidious Women 


Simplicity of design as illustrated in this seamless opera pump is 
the most stringent test that a leather ever has to meet. Note how 
exactly Tandrite Black Calf fits into this scheme, with what beautiful, 
satiny sheen it endows the shoe, how stylish and comfortable, too! 


Tandrite is tanned from selected calfskins, tanned “just rite’ to 
give close grain, pliability, durability and exceeding comfort. In 
lustrous Black and all the newest colors that fashion has decreed. 


E. HUBSCHMAN & SONS, INC. 


TANNERS OF FINE CALF LEATHERS 
PHILADELPHIA 
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An effective Fall style window, worked out with modernistic display screens, with autumn leaves as the decorative theme. Used by the 
Aug. W. Smith Co., Spartanburg, S. C 


will occupy their interest while at home. Dancing 
pumps and formal evening slippers offer no end of 
possibilities for smart, attractive window themes de- 
signed to appeal to society matron and college girl 
alike. Formal footwear is colorful and attractive 
merchandise which lends itself readily to attractive 
window presentation. The background can be a 
simple, modernistic treatment, involving a modest 
expenditure and no great problem of execution or 
construction. An illustrative sketch of a girl in eve- 
ning costume, executed in simple crayon treatment to 
produce an effect similar to the illustration of the 
girl in walking suit in the Fyfe window at the begin- 
ning of this article, might well serve as the central 
theme to command the attention of the by-passer and 
give a proper fashion keynote to the merchandise 
display. 


Nor need evening footwear 
promotion be confined to the stores that specialize in 
women’s shoes, for there is also an excellent oppor- 
tunity at this time for the men’s store to develop 
some extra pair sales on correct types of shoes for 
formal occasions. The average man is prone to neglect 
his needs in this regard, and it is only by reminding 
him through window displays and advertising that 
the men’s store or the men’s shoe department can 





attain the maximum of its sales possibilities in shoes 

for formal full dress or for wear with the Tuxedo. 
Aside from the fact that social activities reach 
their stride in December, this month also marks the 
beginning of another season, the Winter time, which 
also calls for outdoor footwear, styled to meet the 
requirements of colder weather. It offers occasion 
for effective window promotion of arctics, galoshes 
and sturdy walking shoes. The men’s store can play 
up the heavier weight types of oxfords, featuring the 
grained leathers and heavy, waterproof soles, to- 
gether with Stormwelts and similar features designed 
to afford Winter foot comfort plus health security. 
This is an excellent time of year to begin to empha- 
size the health appeal in promoting shoes and rubber 
footwear, as well as warm wool socks. Few shoe 
stores have appreciated what a strong sales weapon 
they might develop by pointing out to customers that 
the purchase of a good, stout pair of shoes, plus 
rubbers and arctics, at this season of the year, when 
stormy weather is a certainty, is an investment likely 
to pay dividends in health and economy far beyond 
the amount of the purchase price. Stress the fact in 
windows and advertising that a single unnecessary 
cold may lead to complications that will result in time 
lost from business, doctor’s bills and complications, 
all of which might be avoided by the purchase of a 
[TURN TO PAGE 62, PLEASE] 
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ORQS] 
SHOES 


No trade name is better known throughout the world 


than SOROSIS. 
SOROSIS shoes are now being made by 


THE C. B. SLATER FACTORIES 
SOUTH BRAINTREE, MASS. 





» 





All the style and super-excellence which have characterized 
Sorosis Product, as made by the A. E. Little Co., and C. B. 
Slater Shoes, will be offered in this new line that is now being 
presented to the Trade. 


SOROSIS SHOES WILL BE SOLD TO ONLY 
ONE DEALER IN A TOWN 


The complete line will be on display in New York City at 
Hotel McAlpin, Room 303, from December 4 to 8 inclusive. 
A. E. Little, Harry B. Thomas and M. W. Coburn in 


attendance. 


Further information regarding SOROSIS may be had by 
communicating with 
C. B. SLATER COMPANY 
South Braintree, Mass. 
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BLACK 


ano EVANS LEATHERS 


“3 UALITY is the EVANS keynote. 


That is why hundreds of shoe manu- 
facturers and shoe retailers specify 
Evans Leathers . . . and the success 


“Sp of these progressive concerns is the 


true measure of Evans achievement. 


| ee 85 MRS ates WEN ene inate Mela a 2 PRI SEN OR Re eT ine 
EXHIBITORS AT THE NEW “YORK SHOW DECEMBER = 8 


| = Pa | 


_JOHN A. EV NS & CO 


CAMDEN, N. J. (Bi SS nIA 
CINCINNATI «ST. Lous BOSTON = MILWAUKEE 
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QUESTION: We often find it 
difficult to convince the woman with 
the broad foot that our judgment is 
correct when we try to fit her with 
a broad toe last to conform with the 
shape of her feet, despite her in- 
sistence upon narrow-toed shoes. 
How would you overcome her ob- 
jections? 

A. J., CHIcAGo. 

ANSWER: Have her stand in her 
stockinged feet upon plain white 
paper and draw an outline of her 
feet. Then, place the shoe she has 
been wearing, or the shoe she in- 
sists upon purchasing upon the out- 
line of her feet. Ninety-nine times 
out of every hundred she will accept 
your judgment because the narrow- 
toed shoes will appear much smaller 
than the actual size of her feet. We 
have tried this for years, and it has 
always brought the desired results. 

*x* * * 


QUESTION—Do you know of a 
chart or measuring system, that ts 
absolutely correct for measuring the 
feet? 


ANSWER: We do not—we know 
of many charts and systems that 
give a fair conception of what is re- 
quired, but would hesitate to recom- 
ment any one as perfect. At best— 
all you can expect from any chart or 
system is an idea. A person with an 
idea or something to go by, is better 
qualified to fit correctly than one who 
merely guesses. 


eels 
QUESTION—What is your con- 


ception of a women’s “Walking 
Type” shoe? 


ANSWER: 90 per cent Oxfords, 
10 per cent no tongue ties or 2 or 3 
straps. When you say Walking type 


it is assumed that you mean that the 
shoe is for walking, not merely 
strolling. There is a decided differ- 
ence between the two. 


Recommend 











Many questions relative to the science of 
expert shoe fitting come to the Recorder. 
A few recently received are given, together 
with the reply suggested by an able retail 
shoeman. 

The Recorder welcomes such questions, 
and will endeavor to furnish logical and 
satisfactory answers, so far as possible. 

We invite criticism of our solutions. We 
do not pretend to infallibility although we 
attempt to bring to the solution of each 
problem the experience of eighteen fairly 
successful years in the shoe business. Dis- 
cussion, criticism and suggestions will help 
as much as questions to make The Fitting 
Rule, the Open Forum of the Fitting Stool. 





a vamp length no less than 3% in.— 
Medium full toe—Welt 8 iron sole— 
3/16 extension—no less than 5 eye- 
lets—broad square heel 10/8 or 11/8 
rubber top lift for city and leather 
heel for country. 


* * * 


QUESTION — I have _ noticed 
children, mainly infants up to 2 
years, who at every opportunity tug 
at their shoes, as though they didn’t 
like them. Is there any significance 
attached to their actions? 


ANSWER: You bet there is. You 
would tug at yours too, as big as you 
are, if the shoes were uncomforta- 
ble. Believe it or not children, like 
grown-ups, have minds—and if their 
feet are on their mind, instead of on 
the floor, (where they belong) the 
only way to relieve their minds is to 
get the shoes off. 


* * * 


QUESTION—On many occasions 
I have had women bring babies in to 
me, 2 years old or less, and tell me 
they think the child ts inclined to be 
bow-legged, and ask me to suggest a 
remedy for it. What advice would 
you give in an instance of this kind? 





ANSWER: Infants when they be- 
gin to stand up most always look 
bow-legged. The bones are soft and 
give under the child’s weight. How- 
ever, as the child grows older, this 
apparent bow-leggedness disappears. 
In decided cases of bow-leggedness, 
let the mother consult her doctor. 
Don’t borrow trouble is good advice 
to give. 

* * * 


QUESTION — What would you 
recommend as the proper shoe as a 
choice between low and high in 
children’s shoes, or is it a fallacy that 
there ts a difference? 


ANSWER: “First Walkers” 
shouldatalltimes be high shoes. They 
help to support all the bones of the 
foot, up to and above the ankle. This 
is sound advice to mothers. After 
the child gets to walking, and gains 
strength, the “Sunday pair” may be 
low shoes. After three years, there 
is little choice, unless the child needs 
the ankle support. 


* * * 


QUESTION — Being limited to 
the amount of pairs one may carry, 
do you believe it to be good policy 
to buy shoes across the board? 


ANSWER: Each season, for a 
number of years, there has been an 
outstanding style shoe that has war- 
ranted buying a shoe across the 
board. This year it has been a shoe 
full of slashes or holes. However, 
on staple shoes the for shopping 
types or afternoon wear, the woman 
who desires a change of shoes, pre- 
fers to stick to the last, and also pre- 
fers a change in style. It appears 
good policy to carry the same last in 
several colors and materials, but in 
different patterns. This gives one 
the opportunity for that second pair. 
More women prefer the same last in 
different looks than another pair ex- 
actly the same in pattern. 
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IT TAKES A LOT OF EXTRA 


— [ Gj (1 (Cam LOL i om & Usome;ns NfHYfIL, heels 


Some set one standard—some another. 
We say that the superior hemp and flax 
fibres for Spaulding Counters must be 
beaten with pure water many hours longer 
than the average standard requirement. 
Why so? Simply to give those fibres the 
uniform consistency, the even texture 
which shows up in the unrivalled smooth- 
ness and flexibility of Spaulding Counters 
—simply to help you be sure that the 
shoes you sell will give your customers 


“happy heels.” 


Oral bakes ars 


SEAULDIN G 
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OF YOURS 


Does she know that the shoes you sell her have 
€ounters? She certainly will, if those counters are 
bulky and stiff, so that she can see and feel them— 
or if they twist the backseams—or sag in the heel- 
seat. And if your shoes make her uncomfortably 
“‘counter-conscious,” she is quite certain to go to 
another store. Guard against this! Assure your 
customers of heel comfort—perfect fit—straight, 
trim backseams—and no danger of run-over heels 
—by ordering Spaulding Counters in all your shoes. 
Most careful manufacturers know of the superior 
fitting quality in women’s shoes which comes from 
counters moulded to the lasts in rights and lefts. 
They appreciate the finely bevelled edges, invisible 
under the thinnest leathers. And they will gladly 
provide Spaulding Counters, knowing that the cost 
is a petty trifle when figured in terms of satisfying 


and keeping “‘this customer of yours.” 


SPECIFY 


PAULDING 


Counters 





























ws 











FOOTWEAR 


O 
Z 
< 
oul 
© 
2 
= 

> 

Li 
Z 








4 





NEW ENGLAND «>> BETTER VALUE > 









MEN’S SLIPPERS AND OXFORDS 
L. B. EVANS’ SON CO. 


Wakefield, Mass 
SEE PAGE 42 








JUVENILE SHOES 
The GREEN SHOE MFG. CO. 
Boston, Mass 
SEE PAGE 50 


JUVENILE SHOES 
The GREEN SHOE MFG. CO 


Boston, Mass 
SEE PAGE 50 





JUVENILE SHOES 
The GREEN SHOE MFG. CO. 


Boston, Mass 
SEE PAGE 50 





THE 


SIRIDERITE 


SHOE 





JUVENILE °SHOES 
The GREEN SHOE MFG. CO 
Boston, Mass 
SEE PAGE 50 


WELL KNOWN 


BRANDS 


No greater guarantee of stability in business 
exists than that given by the product which 
bears a recognized, respected trade-mark. It 
is always dependable. It is always salable. 
It is always profitable. 


The trade marks and names appearing on this 
page are known from coast to coast by thou- 
sands of retailers . . . known not only to 
represent the finest footwear values in their 
respective grades but to stand for the highest 
ethics in business practice. They can be 
depended upon. 
* 


COLELLA & LEIGHTON 
WOMEN’S SHOES 
LYNN, MASS. 


SEE PAGE 39 





MEN'S SHOES 
STACY ADAMS COMPANY 


Brockton, Mass 
SEE PAGE 45 





TRADE MARR REO US POT OFF 


MEN’S AND WOMEN’S SHOES 
GEO. E. KEITH CO. 
Brockton, Mass. 

SEE PAGE 43 






























NEW ENGLAND FOOTWEAR 


CAMCO 


CAMBRIOGE Pyyvg RUBBER CO 


RUBBER FOOTWEAR 
CAMBRIDGE RUBBER CO. 
Cambridge, Mass. 
SEE PAGES 40-41 





WOMEN’S SHOES 
AULT-WILLIAMSON SHOE CO. 


Auburn, Maine 
SEE PAGE 38 


LIGHT ~ FLEXIBLE 





WOMEN’S SHOES 
AULT-WILLIAMSON SHOE CO. 
Auburn, Maine 
SEE PAGE 38 





Reg. U. S. Pat. Off. 


WOMEN’S SHOES 
AULT-SHACKFORD SHOE CO. 
Auburn, Maine 
SEE PAGE 38 


{HE ALDEN SHE 
FOR MEN 


MEN’S SHOES 
C. H. ALDEN COMPANY 


Abington, Mass 
SEE PAGE 37 
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LL the resources, experience 

and skill built up during our 

“fifty years in shoes’’ have been put 
squarely behind our new line. 


Representative buyers and dealers 
from coast to coast have given their 
approval and state that the ALDEN 
models comprise one of the coun- 
try’s finest shoe presentations. 


The smart Pump pictured reflects 
the modern trend and is designed 
for those who would be exclusive. 


The distinctive ALDEN Pump 
Stock No. 200 


Our new Catalog in colors, por- 
traying the ALDEN idea of fine 
shoes for up and coming men and 
ambitious boys, is being mailed this 
week to hundreds of leading shoe 
merchants. Have you received your 
copy? If not, write at once and it 
will be forwarded by return mail. 


VISIT OUR DISPLAY AT 
National Seasonal Opening 


HOTEL COMMODORE 
Room 1173 


ne ALD EN cows 


ABINGTON, MASSACHUSETTS, U.S.A. 
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During the New York Show at the 
HOTEL 


COMMODORE 






























will be the 


HEADQUARTERS 


for 
AMERICA’S 
OUTSTANDING LINES OF 


TURN COMFORT SHOES 


and 
POPULAR PRICE 


WELT and SILHOUWELT 
FEATURE 


Also on display at the 
[vcrao) Hote] New Yorker 











A shoe with a patented con- The finest line of turn com- 
struction that is a selling idea forts we’ve ever styled. There’s 
in itself. Air-Tred feature never a depression in the sale 
shoes build repeat sales. of comfort shoes. 


SHACKFORD WILLIAMSON 





AUBURN 





AUBURN 
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PRESENTING 


Gabelli 


tHE NEW snoe BY | 















Note these distinctive features 
FEATHER EDGE LASTING and A NEW 
METHOD OF STOCK FITTING give 
superior fitting qualities to the shoe 
and insure exceptional comfort to the 
wearer 


UNPARALLELED FLEXIBILITY and 
LIGHTNESS with no sacrifice of shoe- 


making fundamentals 


SMART STYLES that will appeal to your 


customers 


A SEWED SHOE 
































{| Don’t fail to see it at the i \ 
NEW YORK STYLE SHOW * 


Dec. 5th to 8th 





—————— Rooms 843 and 845 Rooms 402 and 404 
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COLELLA & LEIGHTON SHOE CO. 
LYNN, MASS. - 


HOTEL COMMODORE NEW YORK OFFICE: 47 W. 36th St. 
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y NEW ENGLAND --- BETTER VALUE - 


I 
AS ADVERTISED IN VOGUE 


the season's hit 


waterproof fur cuffs 
leading two to one 


Raynshu Ties are practical . . . go on and 
off easier and quicker .. . never necessary 
to unlace. .. adjust perfectly to all ankles 
and insteps ... waterproof gusset to top 
... waterproof fur cuffs exclude rain and 
snow ... keep stockings clean and dry ... 
slenderize all ankles ... never get matted 
or stringy looking . . . light weight. . . 


Reorders for Raynshu Ties have come 
in from hundreds of dealers. To stimu- 
late sales on ordinary snap and auto- 
matic gaiters, hundreds of other dealers 
have purchased Raynshu Ties, because 
Raynshu Tie displays bring new cus- 
tomers into their stores. Hundreds of 





dealers, having sold out on their original warm ... perfect fitting . . . nationally 
supply of snap and automatic gaiters have re- advertised . . . generous dealer helps . . . news- 
ordered exclusively on Raynshu Ties....... paper mats .. . illuminated signs, etc. 


Raynshu Ties sell on sight—women like them 
Raynshu Ties do not stay on the dealer’s shelves 
Raynshu Ties bring new customers into your store 
Dealers make 40% mark-up or better on all Raynshu Tie Styles 


ORDER NOW! 






MISSES’ BONNIE TIE 


Fur Trim 
to retail $2.00 to $2.25 
BROWN No. 3330 


MATINEE TIE 


to retail $3.50 

~S WHITE No. 2057 
BLACK No. 2054 
BROWN No. 2050 


Portia Last 






























write oR WIRE CAA BRIDGE. 
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DEALERS MAKE 40% AND UPWARDS ON 
ALL RAYNSHU TIES 





BONNIE TIES 
At righti—fur trim 
to retail $2.00 to $2.25 


BLACK No. 3334 
BROWN No. 3330 


At left—regular 
to retail $1.50 to $1.65 


BLACK No. 3234 
BROWN No. 3230 


Lasts—Princess, Portia, 
Peggy, Pola and Pauline 





RAYN TIES 


At right—fur trim 
to retail $2.00 to $2.25 
BLACK No. 2144 
BROWN No. 2140 
WHITE No. 2147 
At left—regular 
to retail $1.50 to $1.65 
BLACK No. 2154 
BROWN No. 2150 
WHITE No. 2157 
Lasts—Princess, Portia, 
Peggy, Pola and Pauline 
White styles on Princess and 
Peggy lasts only. 





CHILLIE TIES 
At right—fur trim 
to retail $2.50 to $2.65 


BLACK No. 2034 
BROWN No. 2030 


At left—regular 
to retail $2.00 to $2.25 


BLACK No. 2134 
BROWN No. 2130 


Lasts—Peggy and Princess 








317 W. MONROE ST., CHICAGO 





RUBBER CO. | #225 
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No. 1436 

Turn Opera 
Black Kid 

and Colors $2.40 


Wo. 1506 


Soft Sole 
Opera 
Black and Colors $1.50 





No. 1306 


Cemented 

Sele Opera 

Black Kid 

and Colors $1.80 





to the 


In addition hand- 
turned men’s slippers, which 
are synonymous with the 
name ‘**Evans’’ wherever 
good slippers are sold, we 
manufacture also complete 
lines of Soft-sole turns for 
men and Soft and Hard sole 
Boudoirs for women. Com- 
plete details are to be found 
in special catalogs which are 
yours for the asking. 


S 
L. B. 



















EVANS 


STANDARD 
SLIPPERS 










Genuine Hand Turns 
$2.10 to $3.00 







Cemented Soles 
$1.80 








Soft Soles 
$1.50 to $2.15 








Stitehdowns 
$2.10 to $2.50 







Pullmans and Seufis 







All Evans Standard Slippers 
Carried In Stock throughout 
the year. Shown in Catalog 
No. 34. 








VAUGHAN-TOWLE 
LINE OF 
“KUSH-IN-EZE” 
Hand Turn 
Comforts 
In Stock Catalog No. 33 


All Lines on Display 
in Room 1072 
HOTEL COMMODORE 
New York 
Dec. 5 to 8 


Factory and Main Office 
WAKEFIELD, MASS, 










No. 1474 
Pat. Opera 


and Colors 
(Turn) $2.10 


No. 1524 
Pat. Mule 
Soft Sole 

all Colors $1.80 









No. 2529 
Two-Tone 
Bombay 
Seuff $1.50 


“KUSH-IN-EZE” genuine 
hand-turned semi-dress and 
comfort shoes are also made 
by us. They are stocked in 
all sizes and widths in a wide 
variety of styles. There is 
a steady demand for these 
supremely comfortable and 
sensible women’s shoes. All 
numbers shown in catalog 
No. 33. 





EVANS’ SON CO. 


DIDDIPDIDIIIIDD>D BOSTON SALESROOM—IOHIGH St. CHK KEK KEKE KCK EEA 
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© We’re emerging from these four years of de- 
pression, manufacturers and dealers alike, with 
a new outlook on our mutual sales problems. 


You, as a dealer, have had your sad experi- 
ences. Most manufacturers have had theirs. 
But there is one misfortune which Walk-Over 
dealers have escaped. They have not had to 
reconstruct their merchandising policies to fit 
a swing back from cheap, shoddy “depression 
quality” merchandise. During the era of slow 
buying and low prices Walk-Over did not 


adopt any of the compromises in quality and_ 


styling which were forced upon so many manu- 
facturers. Not once during the long siege did 
Walk-Over cheapen or skimp. 


Because we kept faith with their customers 
who continued to believe in Walk-Over stand- 
ards, Walk-Over dealers are in an enviable 
position today. Every Walk-Over dealer has a 
priceless background of consumer goodwill 
which only such integrity of purpose could 
have created for him. 


This is tangibly expressed in dollars and 


WALK:OVER 


cents—and you can share in it by getting in line 
with Walk-Over. It makes you the leader in 
style, fit and comfort. For Walk-Over quality 
goes deeper than design and materials .. . be- 
yond these are the method of construction and 
type of craftsmanship that insure for every 
style a fit that is not only correct but /asting. 
Walk-Over’s close contact with the official 
sources of every new style in men’s and wo- 
men’s wear explains why Walk-Over is always 
ahead in announcing and showing the latest 
trends in shoes. 


It pays to build on such a foundation. 
Walk-Over dealers know this. We want you 
to know it, too. The proof can be seen in the 
Walk-Over exhibit at the National Seasonal 
Opening. 


®@ National Seasonal Opening, Hotel Commo- 
dore, New York City, December 5 to 8, 1933. 
You are cordially invited to visit the Walk-Over 
Display Rooms Nos. 1200, 1201, 1202. 


GEO. E. KEITH COMPANY, 
CAMPELLO, BROCKTON, MASS. 
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HANNAHSONS 


ALL STAR EVENING 
SANDALS SUPREME 
IN THEIR GRADE 


IN STOCK! 
MARIE 


8 0° 







R1034 Imported genuine silver kid 
20/8 Louis —72 Last 


R4036 Black satin same 

R4038 White faille same 
1914/8 Louis—42 Last 

AA to C Widths 





$1.85 
$1.85 





SOCIAL 


R1024 Imported genuine silver kid 








R4018 Black satin same $1.75 
R4020 White faille same $1.75 
1914/8 Louis—77 Last 
B widths only 

LIDO 


oo 


R1036 White faille T-strap silver 
kid trimmed 


R1038 Black faille same 
20/8 Louis—72 Last—AA to C Widths 





PERFECT FITTING 
CORRECT STYLE 


White fabrics are specially treated 
for dyeing. 


Send for Circular 
Terms 2% 10 Days, Net 30. 


F.O.B. Factory. 
HANNAHSONS SHOE CO. 
HAVERHILL, MASS. 
xe eM MH HR MH KH 

44 











Men’s Better Grades Improve 


BROCKTON—Many of the leading 
South Shore manufacturers engaged in 
the making of specialty and corrective 
shoes, such as E. T. Wright, George E. 
Keith, Old Colony Shoe Company with 
its new Foot Balance line and others 
are exceedingly busy. 

The well known firm of Stacy-Adams 
are enjoying what may truly be re- 
garded the greatest period of interest 
in their new custom-made line any firm 
in this high grade field could possibly 
record at any time since 1929. Today 
more than eighty leading retailers and 
department stores are not only doing 
an exceptional business on the regular 
Stacy line but are sending in repeat 
orders on the custom line retailing at 
$22.50 a pair. 

Brockton Cooperative Shoe Company, 
unaffected by the recent labor contro- 
versy, continues well on his five day 
production schedule while John Alden, 


| president of the C. H. Alden Company 





at North Abington is extremely pleased 
at the reception given his new line from 
key retailers and department store 
buyers. 

C. Chester Eaton, of the C. A. Eaton 
Company, Brockton, declares the de- 
mand for the better grade boys line has 
showed a marked increase the past 
week and the new Challenger $5.00 
line has been well received, according 
to reports received by his salesmen on 
their first week out with the new 
samples. 


New Popular Priced Store 


WORCESTER, Mass.—Crosby’s Shoe 
Store is a new shoe retailing business 
started at 410 Main Street, with 
Samuel Cohen as manager. The firm 
features popular-priced shoes. A mod- 
ern store front with exceptional window 
displays has been found to attract 
many new friends. 





Incorporates Business 


WALLINGFORD, CONN.—Jacob Boyar- 
sky, shoe dealer of 186 Center street, 
has formed a corporation under the 
name of Boyarsky’s, Inc., to carry on 
his business. Authorized capital is 
$15,000 with $5,000 paid in. Incorpora- 
tors include Mr. Boyarsky, David Shein 
and Michael T. Downes. 





Shoe Polish Code Hearing 


WASHINGTON, D. C.—The National 
Recovery Administration gives notice 
that on Tuesday, Nov. 28, at the Wil- 
lard Hotel, a public hearing will be held 
on the Code of the Shoe & Leather 
Finish, Polish and Cement Manufac- 
turing industry. This code was filed 
by the Association of Manufacturers 
of Shoe and Leather Finishes & Ce- 
ments and the Shoe Polish Institute 
claiming to represent 85 per cent of 
the industry. Division Administrator 
C. C. Williams will direct the hearing. 











Here 
iis! 


¥ 

& 
The New Patented 
Feature Flexible 


Arch Shoe 


leading merchants and buy- 
ers have been waiting for 





J. M. Connell & Co., 
creators of America’s 
quality riding boot and 
women’s footwear, take 
pride in the creation 
of this profit making 
line, already acclaimed 
by many of the coun- 
try’s leading buyers. 


See the complete line 
on display at the Manu- 
facturers’ Show 


HOTEL 
COMMODORE 


DECEMBER 
5-8, 1933 


e 
e 
G 
lt AR RAR 
J-M-CONNELL 


SHOE COMPANY 
SOUTH BRAINTREE, MASS. 
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STACY-ADAMS. 
~ COMPANY P . a 


mmm (400m Grade She fr’ —_—_— 
BROCKTON, MASS. _ 


FOUR SMAI New STYLES 


IN STOCK 


Progressive retailers sense the trend toward quality in the custom made shoe. Stacy- 
Adams—makers for the discriminating buyer since 1873—in response to numerous re- 
quests, presents four in-stock custom models on its well known 120 last. 


Available in widths AA to E, sizes 61% to 12, branded or unbranded. 


Craftsmanship and high quality, which has marked the success of Stacy-Adams for more 
than 50 years, is evidenced in these newly designed models. 


Catalog showing complete line available for immediate shipment will be sent on request. 
ROOM 4040 HOTEL 
COMMODORE 


NEW YORK MANUFACTURERS' SHOW 









FOR FIFTY - EIGHT YEARS 








0077 Bik. Calf. Oxf. 


ing Tip 
0076 Tan Calf. Oxf. 
Wing Tip 
14 iron sole 


4 
0075 Blk. Calf. Oxf. 


Straight Tip 

12 iron sole 
In-Stock Branded or 
Unbranded. Widths— 
AA to E. Sizes 6% 
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NEW ENCLAND --- BETTER VALUE 


DU-FLEX NAPLINE 
that is 


WHITE 


* 





















BF asuion calls for white shoes for 
1934. 


Napline answers this call. Is pure white 
and gives shoes a distinctive appear- 
ance. 


These soles are damp-proof, light in 
weight and very attractive. Suitable for 
Sports or Street Wear. The suede-like 
finish makes them very comfortable 
for dancing. 


Put in several samples with Napline. 
They will prove their worth. 


Made for men and women. Also in 
black and mocha colors. 


* * 











MadeOnyjy ae 4 Pie toes <a 


AVON SOLE COMPANY 


Exclusive makers of DU-FLEX PRODUCTS 
AVON. MASS. 
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‘BETTER FINISH-> BETTER STYLE 





Convention Visitors 


are cordially invited to our exhibits at the 


Hotel Commodore 


Rooms 825 and 829 
New York City 


Many newly designed and beautiful shoes will be 
found in our display, embodying every modern 


method of construction. 


We are also loaning to the Manufacturers Associ- 
ation the educational exhibit which shows in con- 
siderable detail the various steps in the production 
of all the different types of shoes, together with 
a large collection of footwear from all parts of the 


world and all periods. 


(Office Floor of Hotel) 


December 5, 6, 7, 8 
1933 


United Shoe Machinery Corporation 


Boston, Massachusetts 
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NEW ENGLAND «:*> BETTER VALUE - 








JAAN ADVANCE MODEL 


made of 


YUAUIN 


by GEO. E. KEITH COMPANY 


The extensive sampling and advance 
orders for Yukon indicate that this 
new, superior leather is regarded by 
shrewd buyers as the outstanding 
white leather for Spring and Sum- 
mer. They are making certain that 
their requirements are covered be- 
fore a shortage develops. 

Yukon, in either buck or grain finish, 


is a soft mellow white . . . white all 
through . . . water resistant and non- 
absorbent . . . easily cleanable . . . 
and repeated cleanings will not alter 
the characteristics of color and finish 
.. strong... flexible. . . durable 
. and has a superior look which 
distinguishes it from all other white 
leathers. 


A. C. LAWRENCE LEATHER CO. e PEABODY e MASS. 


AND BRANCHES IN ALL PRINCIPAL SHOE CENTERS 
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. ‘BETTER FINISH--BETTER STYLE 





have you 
seen 
NORTHWESTERN’S 








Ill be very much in evidence at the 
HOTEL COMMODORE 
December 5 to 8 


in many of the best lines of popular-priced sport 
shoes. Shami-Buck has the true buck color—just 
off white. It has a fine look and feel, and is priced 
to fit the popular grade picture. 


NORTHWESTERN LEATHER 
COMPANY eae BOSTON 
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JUVENILE 


SHOE MFG. COMPANY 


BOSTON, MASS. 
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now 


for the first time 


A LINE OF HIGH GRADE 
FEATURE SHOES 


FOR BOYS 
















STRIDE=RITE 





Made by 
GERBERICH-PAYNE 


SHOE COMPANY 
Mt. Joy, Pa. 


The Gerberich-Payne Shoe Company, well known 
makers of the finest boys’ shoes, now present the 
Stride-Rite shoe for Boys, by arrangement with the 
Green Shoe Manufacturing Company, makers of 
Stride-Rite shoes for Girls. 


The Stride-Rite shoe con- Those familiar with the 
tains the most advanced shoes and reputation of the 





principles in modern shoe 
construction for the preven- 
tion and correction of prona- 
tion and maintenance of 
correct foot posture. These 
shoes exactly fill the need 
for a sound, practical fea- 
ture shoe of high quality for 
boys. 


HOTEL 








Gerberich-Payne Shoe Com- 
pany will instantly appre- 
ciate what this new line 
means in merchandising op- 
portunity. 

Stride-Rite shoes for Boys 
will be displayed during the 
New York Show, December 
5 to 8, at 


COMMODORE 
ROOM 
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o Clarify Retail Practice 





CHARLES E. WILLIAMS 


Prominent St. Louis Shoe Merchant Who Directs N.S.R.A. 
Convention Publicity. 


With every distributive 
branch of shoe retailing operating under the same 
NRA code, too much emphasis cannot be placed upon 
the discussions of this important topic at the business 
sessions of the N.S.R.A. St. Louis Convention, 
Jan. 7 to 10, in the opinion of C. E. Williams, vice- 
chairman of the St. Louis committee and head of 
publicity work. 

“It is my belief,” declared Mr. Williams, “that 
every shoe merchant who can possibly do so should 
attend this convention for the very important reason 
that the national government, through the NRA, is 
now exerting a very important influence in the man- 
agement of his particular business. It names the num- 
ber of hours he may work his employes, and the 
minimum amount of wages he must pay them, as well 
as the minimum margin of profit that he may ask 
from his customers. 


under the 


NRA Code 


Officials of National Recovery 
Administration to Interpret Re- 
quirements of the Law at St. 
Louis Convention, While Out- 
standing Merchants Will Tell 
How Stores Can Adjust Oper- 


ations to New Conditions. 


“Very few merchants, from the great leaders of 
the national department stores to the smallest retailer 
at the cross roads, has a clear and workable under- 
standing of what these government regulations mean 
in actual operation. 

“By coming to the N.S.R.A. convention in St. 
Louis in January, to this first outstanding trade meet- 
ing of the year, the retailer will find out under exactly 
what rules he may conduct his store without violating 
the federal law. 

“The program committee, consisting of shoe men 
who are responsible for operating large businesses, 
have definitely planned to have the regulations of the 
retail NRA code interpreted by speakers who are 
ably qualified to explain them. 

“Already an effort has been set in motion to bring 
one or more administrative officials of the NRA it- 
self to St. Louis to appear on the program. This 


' 
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plan is being perfected so that retail shoe merchants 
may hear from executive officers themselves a clear 
definition of the rules under which they may operate 
their stores. 

“No doubt between now and the time of the con- 
vention quite a few rules will be changed or redefined. 
From time to time they will be modified when, after 
trial and error, they are found to be impractical. 


“ 

li is generally known 
that the government itself will not have any contact 
itself with individuals. The government contact will 
be entirely and exclusively ‘through organizations as 
represented by the N.S.R.A. in the shoe trade. 

“No merchant in the business of selling shoes can 
afford to ignore the development of this epochal 
period, which demands new methods of doing busi- 
ness. It will require collective thinking from the 
keenest brains in the retail shoe business to evolve 
workable and practical plans. No better opportunity 
for such planning will be offered than that provided 
by the N.S.R.A. convention which will attract the 
leaders of the country, men who operate successful 
shoe businesses and who are willing to contribute their 
experience so that an entire trade may profit and 
benefit. 

“This one feature provides sufficient reason for a 
shoe man to come to this mass meeting of merchants. 
One idea will pay plus dividends during the entire 
year. Never has it cost so little to be informed and 
acquainted with the successful methods that are mak- 
ing great stores more successful. 

“The NRA retail code leveled every store to an 
equality in its regulations. Every merchant, from 
the largest to the smallest, will have the privilege of 
expressing his opinion and participating in these dis- 
cussions. He will have an opportunity to ask ques- 
tions, the answers to which may change his entire 
method of operation. Very few problems in retail- 
ing remain untangled for any length of time. At this 
convention we can promise that you will find the 
solution to many of the evils that retard progress in 
your business. 


“ 

Any number of merchants 
from out of town have told us that it will be cheaper 
to come to St. Louis than to stay at home. A special 
convention rate on the certificate plan has been allowed 
for the January meeting. In the territory west of the 
Mississippi river a 2c. a mile rate has been granted. 
This rate is good in Pullmans, on which the surcharge 
will be eliminated. On all territories not in this zone 
a special convention rate of a fare and one-third for 
the round trip has been granted. Certificate receipt 
must be demanded at the time of purchasing your 
ticket. The ticket is validated in St. Louis. 

“We look for a greater number of orders to be 
written at this convention than at any previous meet- 
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ing of the N.S.R.A. Merchants are anticipating buy- 
ing their Spring shoes at this convention after they 
know the conditions of their stock, following the 
December inventory. 

“Prices will be stabilized and style trends definitely 
established, thus enabling a merchant to buy with 
confidence and assurance that his Easter shoes will 
have a sales acceptance. 

“It is quite evident from the increased number of 
manufacturers who are making haste to secure dis- 
play rooms that the merchant attendance is now 
expected to exceed the early estimate of 7,500 by 
the convention committee. 

“The Statler Hotel, with the exception of a few 
scattered rooms, is filled solidly from the first to the 
10th floor with leading manufacturers from every 
important market. The Jefferson Hotel, where one 
half of the St. Louis shoe manufacturers are located, 
is two thirds filled. The manufacturers of the finer 
grade women’s shoes are concentrated in the Lennox 
Hotel. The Mayfair Hotel is the choice of many 
important manufacturers, with one of the recognized 
leaders of the industry taking over an entire floor 
for its lines. The Lennox and Mayfair Hotels are 
located opposite the Statler Hotel. 


a 

he active work of all 
committees, guarantees a convention organized by 
shoe men, planned from an educational viewpoint by 
shoe men, so that it may have its strongest appeal to 
shoe men. 

“Accommodations for over 12,000 people are avail- 
able in the area of activity. Sleeping room reserva- 
tions are made direct with the hotels. No advance in 
rates is permitted under the contract between the St. 
Louis Hotei Association and the N.S.R.A. 

“Every merchant should plan now to be here. In 
a market where 400 lines of shoes are on display, 
opportunity for new sources of buying and compar- 
ing values is unusually good. One successful Spring 
selection will pay a merchant’s expense to this con- 
vention many times over.” 

Judging from the great number of expressions of 
interest that are being received at N.S.R.A. Conven- 
tion Headquarters from retailers all over the country, 
the convention promises to attract a very large at- 
tendance. With the Spring selling season opening 
April 1st, there will be a special incentive to buyers 
to look over the lines, compare styles and prices and 
place orders early in January, as this date will mark 
approximately the final deadline at which they can 
assure themselves of deliveries in time for the pre- 
Easter selling season. This is especially true under 
present conditions when NRA limitations will tend 
to slow up production operations in the factories. All 
of these circumstances, it is believed, presage an un- 
usual amount of buying activity at St. Louis. 
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GUESSING ... About stocks, sales 
policies, and merchandising meth- 
ods is profit enemy No. 1 in the 
operation of a successful shoe 
store. At the N.S.R.A. Conven- 
tion, from broad experiences in 
the retail shoe field will come new 


business facts worthy of test and 
trial in 1934. 


eam has it cost so little to know so much 
about your business. At the beginning of 
the new year, this NATIONAL CONGRESS 
OF SHOE MERCHANTS AND MANUFAC. 
TURERS is timely staged, affording each shoe 
merchant the opportunity of participating in 
every activity. 


Selling profitably, the shoes bought intelli- 
gently, with price and style assurance, is the 
greatest benefit offered to shoe men attending. 


The new NRA retail code is a tremendously 
important factor in determining to what extent 
a merchant may sell profitably. No outside force 
is going to solve the inside problems of the 
retail shoe business. The solution will come 
from merchants getting together, talking over 
their difficulties, and working out their own 
problems. 


Your merchandising methods must be equally 
as effective as those of your competitors. Your 
advertising as smart in consumer appeal. New 
window displays will be necessary to stimulate 
a definite sales emotion that will increase volume. 
Every business session will be planned to lead a 
merchant up a practical path of business better- 
ment. 


The most skillful merchandising methods 
never rescued a BUYING MISTAKE. Mark- 
downs on unsaleable shoes—wrong “GUESSES” 
—are profit thieves you have to catch in your 
1934 business planning. 
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Buy your Spring footwear in a collective, 
consolidated market, offering 400 lines of shoes 
from the industry’s most representative manu- 
facturers. Here you can analyze your buying 
resources in the world’s largest sample room— 
establish new contacts, and make a comparative 
study of values. This complete market, featur- 
ing men’s, women’s, and children’s shoes made 
in every known process, provides for every 
merchant a buying economy rarely possible. 


You can only increase sales volume during 
1934 when you know the shoes you are offering 
your customers represent the best available 
values. 
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f That Stole Our Profit! 


> 


REDUCED 
RAILROAD 
RATES 


Lowest rail rates ever offered 
for an N.S.R.A. Convention 
have been granted. In buy: 
ing railroad ticket be sure to 
ask for certificate receipt 
entitling you to reduction. 


HOTEL 
ACCOMMODA- 
TIONS 
Ample hotel accommo- 
dations in the area of 
activity can be had at 
no increase in rates. 
Write hotels direct or 
Convention Headquart- 
ers, who will make res- 

ervations for you. 





Se 


le ae aie i 





ec ORD ot Ans 


Practical planning based upon facts and Manufacturers... 
knowledge of the shoe business will protect you Uf 


in 1934 against that profit thief “GUESSING.” Over 200 representative manufacturers, leaders in 


' : the shoe industry have already signed up to display 
Plan now to attend the Convention with their Spring lines. Write Convention Headquarters 


NATIONAL SHOE RETAILERS ASSOCIATION 
_ CONVENTION - ST. LOUIS - JAN. 7-10 


i Authorized Under NRA Code of Fair Competition for the Boot and Shoe Manufacturing Industry 


CONVENTION HEADQUARTERS - 108 STATLER, ST. LOUIS, MO. 


When writing advertisers please mention Boot and Shoe Recorder 
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Pp repare for Code Self-Government 


Local Leadership by Able Merchants 
Imperative, Says Ward Melville 


New York—Local retail trade coun- 
cils now being formed throughout the 
country in all cities and towns of over 
2500 population are the “spark plugs 
of recovery” and the means by which 
retail trade will organize itself for self- 
government and make its greatest con- 
tribution toward national recovery, so 
says Ward Melville, president of the 
National Council of Shoe Retailers and 
a member of the National Retail Trade 
Council, the supervisory body under the 
Retail Code. Mr. Melville urges the 
retailers to select their ablest repre- 
sentatives to serve on these councils. 

“The importance of these local coun- 
cils to the whole recovery movement 
as well as democratic organization of 
the retail trade for self-government 
under the NRA, cannot be too strongly 
emphasized,” says Mr. Melville. “There 
is a huge machinery of production and 
distribution which must be carefully 
and steadily worked up into high gear 
and these local councils, composed of 
representative merchants, are where 
the vital spark that sets the whole 
machinery in motion will be generated. 

“The formation of local trade coun- 
cils means that the merchants of each 
community will be placed in position 
and given the authority to review ques- 
tions concerning price cutting and other 
bad trade practices; that they will hear 
complaints and make recommendations 
for their correction, and that in gen- 
eral they will govern themselves for 
the good of their industry and the great 
body of consumers. Secondly, there 
will emanate from these local councils 
an important social contribution in the 
form of definite knowledge that no price 
level in the community reflects inade- 
quate wages anywhere along the line 
from producer to consumer. 

“To be outstandingly effective, of 
course, these local councils must draft 
the best manpower in the retail trade. 
For this reason I urge every member 
of the council to consider the question 
of local representation thoughtfully 
and with the idea in mind of making 
some sacrifice of time in the interest of 
securing, and maintaining, a high 
cailbre of representation on these local 
councils.” Mr. Melville warned that 
if this injunction is not taken seriously, 
the retail trade is likely to ‘muff’ its 
biggest opportunity, that of. demon- 
strating that it is capable of self-gov- 
ernment. 

“If, however, retailers are quick to 
seize the chance to govern themselves,” 
said Mr. Melville, “the best thought 
among NRA officials is that the Govern- 
ment’s part in administering the retail 
code will grow smaller and smaller, 
and the retailers’ own part larger and 
larger. Eventually, I believe, this self- 


government will lead to the establish- 
ment of a National Retail Trade In- 





stitute based on the idea back of the 
present National Retail Trade Council. 
This institute would collect statistics 
on distribution, advise against and co- 
operate to end unfair trade practices, 
secure better conditions for labor, bet- 
ter contractual arrangements for pro- 
ducers, and in general govern all dis- 
tribution from the point of view of 
a balanced economic structure.” 

One of the chief problems in connec- 
tion with the setting up of local retail 
trade councils, Mr. Melville revealed, 
was that of trading areas, and he gave 
it as his personal opinion that the Na- 
tional Retail Trade Council in Wash- 
ington would back up the smaller cities 
fighting to remain autonomous and 
fearful of being swallowed up by large 
nearby cities. In general, he added, 
each local council will be composed of 
two representatives of each branch of 
the retail trade signatory to the retail 
code, and after perfecting organization 
these councils will report to the national 
body in Washington for certification to 
the NRA administrator. Approximately 
300,000 stores with a combined. volume 
of business of around 15 billions of dol- 
lars annually will be represented by 
the local retail councils. 





Form New Wholesale Firm 


New York—The Hu-Man Shoe Co. 
was organized on Oct. 1 at 149 Duane 
Street to do business as wholesalers of 


NAT 
HUDES 





[ bay, 
i 


women’s novelty footwear, also fash- 


ionable stouts. Nat. Hudes, formerly 
of Platell Shoe Co., and Theodore 
Schulman, formerly with Lion Shoe 
Co., are partners in the new enterprise. 





Applestein Opens Branch 


BALTIMORE, Mp.—Aaron Applestein, 
shoe merchant, operating several shoe 
shops in this city, has opened a new 
branch at 3816 Eastern Avenue. 
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Shoe Stretchers Pay Duty 


When Is a Device a Machine? 
Asks Treasury Department 


WASHINGTON, D. C.—Because the 
United States Court of Customs and 
Patent Appeals considers hand-oper- 
ated shoe stretching devices used in 
retail establishments are not “ma- 
chines,” a duty of 27% per cent of 
their value must henceforth be paid on 
all imports of this nature. 

The Treasury Department was suc- 
cessful in obtaining such a ruling from 
the appeals court after the District 
Customs Court had rejected its conten- 
tion that such apparatus was not in 
the contemplation of Congress when it 
declared shoe machinery shall be ad- 
mitted to this country from abroad 
without payment of duty. 

Laing Harrar & Chamberlin, a firm 
which has imported more than 1000 
shoe stretchers, was represented by its 
vice-president, who admitted he had 
seen but two of this number in use in 
shoe factories, while the remainder 
were being used in retail establish- 
ments. Their use, it was conceded, is 
in stretching shoes to meet the par- 
ticular needs of purchasers, and not in 
a manufacturing operation. 

The appeals court sustained the 
Treasury’s argument that there is no 
more reason to admit shoe stretchers 
duty free than there is to admit hat or 
glove stretchers. 


New Sorosis Line on Display 


New York—The new line of Sorosis 
shoes which is now being made by the 
C. B. Slater factories, at South Brain- 
tree, Mass., will be on display in New 
York City at the Hotel McAlpin, Room 
803, from Dec. 4th to 8th, inclusive. 

Messrs. A. E. Little, Harry B. 
Thomas and M. W. Coburn will be in 
charge of the exhibit during that 
period. 

The 1934 Sorosis line includes many 
new and effective styles. 

A. E. Little, whose entire. business 
life has been identified with Sorosis,- 
has a host of friends throughout the 
industry, both in the States and abroad. 
He is very proud of the fact that his 
new line measures up to the finest 
Sorosis accomplishments of the past. 





WHAT’S NEW 





New Taps Patented 


A new tap for the dancing shoe, the 
salient feature of which is a flange at 
the toe the thickness of the sole, has 
recently been patented under the name 
“Rhythm Tap.” 

The flange feature makes possible 
clearer toe beats and firmer: toe stands. 

By the beveling of the side flange, 
faster, and more accurate wings are 
made possible. 
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ty this is the HIGHLIGHT 
in NEW leathers at the show 


KAFBUC 


WHITE ° 
FOR MEN AND WOMEN 


Seen in the lines of all 
LEADING MANUFACTURERS 
* 


Distinctive in Character 










Exceptional strength of fibre 






Fine silky nap 





Will not turn yellow 
Cleans easily 
Will not stretch 
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HUNT-RANKIN 
LEATHER CO. 


BOSTON 
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A MASTERPIECE! 
Of Tennis Shoe Craftsmanship 


Buyers Acclaim STANDON Features and Quality 


N instant, smashing hit with 
prominent buyers who have pre- 
viewed our 1934 line. The sky’s the 
limit for their praise of this “perfectly 
balanced product” with its eye-appeal, 
up-to-the-minute styling, can’t-be- 
beat quality of soles and upper stock. 
AND the sensational 1933 STAND- 
ON features with a new added feature 
that helps the sole “breathe”. 


5015 is a big, new STANDON num- 
ber. Rugged, molded white outer sole 


Dramatic consumer advertising 
in 1934 will help you sell 
STANDON. 







No. 5015—Men’s 614 
—11,$1.00. Boys’ 214—6, 
93¢. Youths’ 11—2, 86¢. 


with nifty green inlay; heavy ribbed 
toe guard all around shoe; natty green 
inside foxing; handsome wing tip. Fin- 
est grade brown Army Duck uppers; 
double stitched arch supports; eyelet 
stay and back stay. AND a genuine 
LEATHER INSOLE made by a secret 
tanning process, STITCHED BY A 
PATENTED CONSTRUCTION 
into the shoe and VENTILATED to 
make it “breathe”. 


Order now. Cash in on these 
selling points. Our salesmen 
are ready with samples. 


; i 











LLeather insole 
STITCHED into PO- 
SITION. Patented con- 
struction. U. S. Pat. 
No. 1,753,872. 











2 “STANDON” Gen- 
*uine Leather Insole. 
Reduces Sweating and 
Smelling. Prevents 

Burning feet. 














NOTHING TAKES THE 
































3.'‘STANDON”’ trade- 
mark stamped on insole, 
none genuine without it. 








4,.New ADDED feature, 
VENTILATED to help 
sole ‘‘BREATHE’”’. 
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No. 5002—Black upper. 
Grey sole and foxing. 
Black toe guard, tip, eye- 
let stay, arch support. 
Men’s 614—11, 72¢. Boys’ 
214,—6, 67¢. Youths’ 11 

2, 62¢, Gents‘ 6-101, 57¢. 


T vo.le ol 
Prperrerrerpegry | 





No. 5007 —Suntan upper. 
Brown sole, toe guard, tip, 
eyelet stay, foxing, arch 
support. 

Men’s 614—11, 85¢. Boys’ 
21,—6, 79¢. Youths’ 11— | 
2, 73¢. 


No. 5029—Girls’ laced- | 
to-toe high shoe. White 
upper, sole, foxing, tip. | 


Women’s 214—8, 71¢; 
Misses’ 11—2, 67¢. | 


No.5020—White canvas 
oxford, white sole, foxing, 
tip. Also made in Brown 
and Black. | 
Men’s 614,—11, 65¢. Boys’ 
214,—6, 60¢. Youths’ 11— 
2, 56¢. Gents’ 6—10Y/2, 52¢. 
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BE SURE TO SEE 


C— Neb 


panel 





























The trend of style in men’s apparel is definitely toward ease 
and comfort. Success of the loose-fitting drape model suit, 
growing demand for cool summer clothing and universal 
acceptance of unstarched collars proves that beyond all 
doubt. Men are ready now for easy fitting, comfortable 
goatskin shoes. Include the promotion of goatskin in your 
1934 merchandising plans. Remember—Goatskin 





Requires No Breaking In 
| Permits The Foot To Breathe 


Gives Maximum Comfort 





When writing advertisers please mention Boot and Shoe Recorder, 
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_ IN THE LEADING MEN’S LINES 


AT THE 


SEASONAL OPENING 


National Boot & Shoe Manufacturers’ Association 


Hotel Commodore, New York, December 5-8 








came poatshim Snes. 





FOR MEN 
will be displayed by 
C. H. Alden Company Abington, Mass. 
Bates Shoe Company Webster, Mass. 
Edwin Clapp & Sons, Inc. East Weymouth, Mass. 
Commonwealth Shoe & Leather Company Whitman, Mass. 
Excelsior Shoe Company Portsmouth, O. 
Geo. E. Keith Company ‘Campello, Mass. 
A. E. Nettleton Company Syracuse, N. Y. 
M. A. Packard Company Brockton, Mass. 
Stacy-Adams Company Brockton, Mass. 
The Stetson Shoe Company South Weymouth, Mass. 
Wall-Streeter Shoe Company North Adams, Mass. 
E. T. Wright & Company Rockland, Mass. 
Field & Flint Company . Brockton, Mass. 
Air-O-Pedic Shoe Company Brockton, Mass. 
(Division of W. L. Douglas Shoe Co.) - 
a- | 








For list of additional manufacturers showing men’s 
goatskin shoes for 1934 send a postcard to: 


GOATSKIN TANNER'S 


47 West 34th Street New York 


When writing advertisers please mention Boot and Shoe Recorder 
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g 
As One Merchant 
to Another 


WILL KNIGHT 
of 
KNIGHT SHOE 


COMPANY 
PORTLAND, OREGON 


says: 


“Fire insurance is a necessity, and 
when a necessity can be purchased 
at a big saving, it seems that every 
shoe merchant in the United States 
with business sense, if they haven’t 
already done so, would look into 
the savings that the National Retail- 
ers Mutual Insurance Company 
makes possible. 


“We are carrying two-thirds of our 
insurance with this company, and 
have for years, and throughout the 
United States those merchants who 
have carried insurance in this com- 
pany will testify that in fires that 
they have had the first drafts to 
arrive came from this Mutual. 


“We believe this company to be as 
reliable as any fire insurance com- 
pany in America. The entire or- 
ganization and all their representa- 
tives are wonderful to do business 
with, and I am very proud that 
they have a great number of shoe 
merchants in the Northwest terri- 
tory on their books.” 

This million dollar, legal reserve, 

mutual insurance company writes 

Fire insurance and allied lines for 


high-grade shoe merchants under 
dividend-paying policies. 


2." 


SAVING 


ON YOUR 


FIRE 
INSURANCE 





Writeus 
about your 
Automobile, 
Casualty 
and Fire in- 
surance 
needs. No 
obligation is 
involved. 


NATIONAL RETAILERS 
MUTUAL INSURANCE 
COMPANY 


James S. Kemper, President 
Mutual Insurance Building, 


Chicago, U. S.A 
Nationwide Service Facilities 






























Time Now to Plen 
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for an Early Spring 


[CONTINUED FROM PAGE 15] 


knowing all they can learn of style 
and price tendencies for Spring at this 
date, the Seasonal Opening is of spe- 
cial importance this year because of 
two factors which make it particularly 
important for the shoe merchant to 
prepare early for the demands of the 
coming season. One of these factors is 
the early date of Easter, which falls 
this year on April 1, thereby advanc- 
ing the date of Spring promotions in 
the retail stores. Another factor of 
equal importance is the fact that opera- 
tion under the code will naturally tend 
to retard production to a considerable 
degree in the factories, due to short- 
ened hours of labor. 

In the shoe industry it will not be 
feasible in many instances to employ 
extra shifts to make up for the short- 
ened hours of labor, and indeed the 
supply of skilled labor in many locali- 
ties is insufficient to make it possible 
to do this. Even with the special 





provision in the code to cover emerg- 
ency conditions, it will, therefore, be 
difficult if not impossible for manufac- 
turers to produce the shoes that are 
wanted and make deliveries on time 
unless the retailers demonstrate a will 
to cooperate by anticipating their needs 
on such merchandise as they are cer- 
tain to require. The fore-sighted re- 
tailers, it is believed, are fully cogni- 
zant of this necessity and will make 
every effort to protect themselves from 
disappointment and possible loss of 
sales, by placing orders in time to make 
sure of deliveries at the time when the 
shoes are needed. The National Sea- 
sonal Opening will give the merchant 
an excellent opportunity to inform him- 
self fully as to styles and prices and 
place at least a reasonable portion of 
his early Spring business so that the 
factories, in turn, can produce the 
shoes with the necessary attention to 
quality and make deliveries in ample 
time for the early pre-Easter selling. 








Experience the Best Diploma 
[CONTINUED FROM PAGB 19] 


that they keep pace with modern ideas 
through the faithful reading of such a 
trade journal. 

I’ve discovered shoes in two price 
ranges, $6 to $10 and $4 to $5, which 
take care of the demands as prescribed 
by the doctors. 

I’ve equipped my store in a parlor 
style which gives it the atmosphere that 
is to be found in the office of a spe- 
cialist. After all I am a specialist, and 
like other shoe specialists who take 
their profession to heart, I look for- 
ward to the day when some substantial 
crediting agency shall be established 
for the purpose of recognizing accom- 
plished shoe experts and certifying 
their experience and capability through 
the awarding of a diploma. Maybe 
that day is far distant, but I’m looking 
forward to its coming. Every man in 
the shoe business should be rated ac- 
cording to established standards. Foot 
health contributes much to general body 
health. Still, few take the profession 
of shoe fitting seriously. Thousands of 
people suffer poor health because of 
poorly fitted shoes. Quacks and cheap, 
untrained clerks all contribute to this 
condition year after year. 

I use lots of color in my windows and 
change the settings every week. 

In short, I have done, and am doing 
everything in my power to earn just 
such a title—“Expert Shoe Fitter and 
Salesman.” All the sheepskin diplo- 
mas in the world are valueless to me, 
but I have my diploma just the same. 
“Expert shoe fitter.” Sure I am. 
That’s my diploma and it’s framed in 
the minds of hundreds of satisfied 
customers. 








Style Windows for a Gay Season 
[CONTINUED FROM PAGE 28] 


pair of sensible shoes, appropriate for 
the season. 

Holiday time marks a period of the 
year when window shopping is at its 
peak. More people are on the street 
and people are more interested in look- 
ing at the merchandise on display in 
windows than at any other season of 
the year. Therefore it is not a time in 
which to put in some sortof perfunctory 
holiday window and let it go at that, 
figuring that people are interested in 
Christmas merchandise and nothing 
else. The shoe store, as we pointed out 
last week, has a real opportunity this 
year to sell shoes as well as slippers, 
hosiery and accessories, for shoes can 
likewise be made an attractive Christ- 
mas gift if backed by a proper promo- 
tion that will cause people to think of 
them in that way. 





Columbus Shoe Men Organize 


CoLumBus, OH10—At a meeting of a 
score of retailers the Columbus Retail 
Shoe Dealers Association was organ- 
ized at the Deshler-Wallick Hotel, Nov. 
14. Stark Altmaier was named presi- 
dent; Ralph C. Taylor, vice-president; 
Ray C. Dorr, secretary, and Thomas J. 
Gary, treasurer. 

A committee consisting of Robert W. 
Schiff, president of the Schiff Co., 
Frederick A. Miller, president of the 
Miller-Jones Co., and John J. Baird, 
former president of the National Re- 
tail Shoe Dealers Association, was 
named to represent the industry on the 
Columbus Retail Council which is being 
organized to set up a code enforcement 
authority in the Columbus trading 
area. 
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MAKE A FOOT ANALYSIS: 


OF YOUR CUSTOMERS’ FEET 


Fit Shoes Scientifically 


with the aid of 


Dr. Scholl's 


PEDO-GRAPH 


A simple, reliable and ingenious machine for taking impressions 
of the sole of the foot without the hose being removed. It registers 
an accurate heel-to-ball measurement on which standard shoe 
sizes are based. Shows condition of arches. Shows bearing points 
of the foot. Shows amount of elongatidn or widening. Shows how 
weight is distributed over the foot and a world of other valuable 
information. 


Prevent These 
Shoe Complaints 


COMPLAINT PREVENTION 
44 Take a Pedo-graph print to determine how 
Thes es h OeCS much the foot elongates when the body’s 
/ weight is placed upon it. Fit foot to size in- 
ere too Ss hor t. dicated on the Pedo-graph print. 
COMPLAINT PREVENTION 
4 A Pedo-graph print indicates immediately 
They are all whether any foot trouble is present—such as 
f h 4/4 weak or flat-foot which will cause the counters 
out or snape. to run over, the shanks to break down, shoes 
to run over on the side and wrinkle, etc. When 
foot trouble is present, a Dr. Scholl Arch 
Support must be fitted to reposition the bones 
of the foot and remove excessive strain on the 
shoes. 
COMPLAINT PREVENTION 
ja A Pedo-graph print indicates the last best 
41 / | 4 print 
simp y can t suited for the individual’s feet—whether in- 
flare, outflare, wide tread at the ball, etc. 
wear these A foot fitted with an incorrect last soon causes 
h 4M the shoe to lose its shape, burn and cause 
snoes. discomfort. 
COMPLAINT PREVENTION 


Pedo-graph prints indicate foot troubles that 
cause shoes to wear sooner than they should. 
A callous on the bottom of the foot causes 
shoes to wear prematurely on the sole. A Dr. 
Scholl Anterior Metatarsal Arch Support 
should be fitted to restore the bones to their 
normal position. 


“They didn’t 


wear well.’’ 


By means of the Pedo-graph you render a Scientific Shoe Fit- 
ting Service, protect yourself against complaints, returns, losses 
and dissatisfied customers, bring new business to the store. 
It sells the customer on your Scientific Shoe Fitting Methods. 


Price, complete with 1000 sheets Sngrennne 
with your name and address . $15. 00 








Operates Quickly and Simply 
Requires No Attention 


The rubber sheet upon which the stockinged foot is placed ir 
inked on the under side, and the impression is made on a paper 
chart. The rubber is then released and automatically wound 
around a spring roller, which at the same time re-inks the rubber 
sheet. The figure on the chart gives shoe size and last and indicates 
the various foot troubles which symptoms appear on the sole of 
the foot. 


By keeping a print in your file you 
can build up an excellent mailing list. —> 








a 7) 
fat heaiese wet. ont — 
f inte ZF me Ty oh Me 294 
The prints are taken home, shown to 

the family, neighbors and friends. —> 
Your name is imprinted— naturally, 

this means of advertising brings you 

new customers. 








CO) 
YY) 
LY) 
Normal Weak - Flat 
Foot Foot Foot 





Advertise Your Pedo-graph 
. . . It’s Different... It’s ; 
Profitable . . . We furnish Vee 7S 
complete Electrotypes _,,f7ont sid! 


Pedo-graph Chart 
This class of advertising is of the utmost importance to every 
man, woman and child. Everyone wants Foot Comfort and know 
why their shoes break down and wear out sooner than they should. 
Advertising your Pedo-graph gives you something new to talk 
about—you'll find it profitable. Electros furnished free. 


PUBLICITY—We will also furnish you with reader notices 
your local newspaper will gladly run them. 





The SCHOLL MFG. CO., INC. 


Largest Manufacturers of Foot Appliances and Remedies in the World 
62 W. 14th St., 


213 W. Schiller St., CHICAGO 


NEW YORK 








When writing advertisers please mention Boot and Shoe Recorder 
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Ah mnounces one 


A new Spring line that will compare favor- 
ably with the fine women’s shoes produced 
for each Spring Season by C. P. Ford & Com- 
pany. Many new developments and trends 
are emphasized. There are some new lasts, 
many beautiful new patterns and in addition, 
there are those fine subtle characteristics that 


make Ford 
builders and 


shoes outstanding as business 
profit makers for merchants. 


The Ford line will be on display at the Hotel 


Commodore, 


during the National Seasonal 


Opening, December 5-8. 


C. P. FORD & COMPANY 


Rochester 


New York 


New York Office, 1046 Marbridge Bldg. 


In Attendance 


Jack Galway, Bill Galway, Bert Smith 
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Spring Shoe Fashions Up-to-Date 


[CONTINUED FROM PAGE 21] 


place, a “Ford” idea in popular priced 
shoes. 
Colors and Materials 


Color developments in the past four 
weeks show the steady rise of the Navy 
blues with a distinct purple undertone. 
The blackberry shades, so successful 
in the evening picture, have undoubt- 
edly had some influence here. Black 
and brown go on, of course. Beige 
stands in better than it did at the style 
meeting. Many people feel that it 
deserves some attention, in the neutral, 
string tonalities. The new taupe shades 
are slow. 

In greys, the emphasis is on the 
lighter shades for general volume, with 
high style houses showing some interest 
in the deeper tones. The color called 
“Hempcord,” taken over from _ the 
men’s color card by a number of tan- 
ners for development in women’s shoes, 
is having decided success. It is an 
extremely greyed beige and tones in 
well with Spring woolens. Early ship- 
ments in white are an earnest of a 
long and successful white season. The 
high lighting, also, of bright Chinese 
shades of red, green and blue, chiefly 
in kid suede sandals, is an indication 
for Summer. 

Rough, novelty grained leathers, have 





advanced by leaps and bounds—even 
beyond expectations. It is felt that 
much of the business in the lighter 
neutral tones of beige and grey will be 
done in these materials for informal 
types of shoes. The fashion for these 
novelty grained leathers fits in with 
the low heel story too. It looks like a 
big season for swagger types, swagger 
leathers, and swagger heels! 





George Burrows Hurt 
When Auto Skids 


ROocHESTER, N. Y.—After more than 
a week in the hospital, George Bur- 
rows, vice-president and general man- 
ager of the Sherwood Shoe Company, 
has returned to his home prepared to 
resume the trip to New York cut short 
by a traffic accident. 

Mr. Burrows suffered cuts and 
bruises and an injury to his eye when 
his automobile skidded on an icy pave- 
ment and crashed into a telephone pole 
on the outskirts of Rochester shortly 
after he had left his factory office to 
drive to New York. He was taken to 
St. Mary’s Hospital. 

Mr. Burrows was planning to take 
the uncompleted business trip to New 
York either Monday or Tuesday. His in- 
juries, while painful, were not serious. 





H. C. Segur on Coast Trip 


New YorkK—H. C. Segur, sales man- 
ager for Orthopedic Shoes, Inc., left 
Nov. 16 for an extended trip to the 
Pacific Coast. He will visit dealers 
selling Ground Gripper, Cantilever, 
Physical Culture and Dr. Kahler shoes 
and expects to return to New York the 
latter part of December. 





Form Alameda Association 


OAKLAND, CAL.—November saw the 
formation of the Alameda County Shoe 
Retailers’ Association, including shoe 
dealers of Oakland, Berkeley, Alameda 
and environs, and with temporary offi- 
cers as follows: Chairman, Charles 
Kushins, Charles Kushins Co., Oak- 
land; secretary, Otto Fitchen, Peters 
Bros., Oakland; by-laws committee, Ray 
Garwood, Garwood’s Berkeley, (chair- 
man of committee), Sig Silverman, 
Rocsil’s, Oakland, and Douglas Chan- 
dler, Leed’s, Oakland. The first meet- 
ing of the group recommended that 
the shoe stores of this district operate 
under Group A, Section 1, Article V, 
retail NRA code, operating their stores 
from 9.00 A. M. to 6. P. M. 





San Mateo’s Newest Store 


San Mateo, Cauir.—The Wil-Roy 
Shoe Shoppe recently opened at 151 
“B” Street, featuring shoes for the 








entire family. 
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FIVE WHITE LEATHERS 


* 
New Castle White Glazed Kid—clear in 
color, firm and supple in quality. 


x * 
Vode White Glazed Kid No. 50—a white 


that has won wide acceptance. 
kkk 


Vode White Suede No. 90!|—a clear true 
white, suitable for combination with either 
of the glazed kids listed above. 


KKK 


Vode White Buk-Kid No. 90!1—a white 
with the creamy cast of white buck, espe- 
cially suitable for use in sports shoes, and 
in brown and white combinations. 


kKkkkk 


McNeely White Morocco Goat—a new 
grain leather suitable for use in all-over 
shoes or in combination with the glazed 
kids listed above or with Vode White 
Suede No. 901. 


a 
ALLIED KID COMPANY 


* 
a 


McNeely — New Castle — Quaker City — Standard 


When writing advertisers please mention Boot and Shoe Recorder 
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in your community need 
the right shoes for com- 
fort .. long wear. 

“ROY” is a “Trade 
Builder” made to fit the 
job, with plenty of 
dressy style, with an in- 
built durability equal to 
two ordinary pairs of 


shoes. 
Three widths in stock 

Widths Sizes 
PPT Te 5 to 12 
nee eevese 6 e.n60besTesesseonseeese 5 to 12 
PE co necencevscccesdcvecsesaseous 5 to 12 
Made to order at small extra charge 
Ducccvevcccccesenescescccecoces 13 and 14 
Baccccccccccccccccccecccceccess 13, 14, 15 


ROY 
No. | Last 


10c. per pair extra west of Denver 
A plump mellow veal Kip upper leather, 
with full double leather sole with the 
Trade Builder Combination Counter 
Pocket and Back Stay and Steel Arch 
Support. 

“Trade Builders” are great fitters! 





Bullock’s Builds Men’s Store 


Los ANGELES, CALIF.—Now in course 
of construction by Bullock’s is a new 
eight-story steel and concrete building, 
with frontage on Hill St. north of Bul- 
lock’s present holdings. The building 
will add 93,6C7 square feet of floor 
space and together with the adjoining 
building will be largely devoted to a 
completely rearranged and modernized 
Store for Men. 




































es 
FILLSIN” STATIONS 
ALBANY, . ¥. LINCOLN, NEBR 
tenith & Herrick Co Bronch Brow. Inc 
ATLANTA, GA. 20S ANGELES, CALIF 
Cremling & Cofinewerth Dawes Show Co. Ine. 
BANGOR. IS, TENN. 
2. Arnold Shoe Co Wm R. Moore Dry Goods Co 
@RISTOL, TENN. NASHVILLE, TENN, 
King ros. Shoe Co Neoly, Harwell & Co 
3 CHAPLESTON, W. VA NEW YORK. WN. Y. 
W. L. Smith 8 Co A 1. Show Shoe Co. of Now Tort 
CHICAGO, TLL OSHKOSH, WIS. 
4. Brandt & Son H.C. Rossin Co 
CHICAGO, HL PEORIA, HLL 
s Keehn Brow John Mover b Sone 
a CHICAGO, NLL PHILADELPHIA, PA 
“a BL. Pennington Bell, Walt & Co., Ine, 
J CLEVELAND, O PITTSBURGH, PA. 
te ry Roth Shoe Co Newell b Schroder Co 
re R. COLO SAGINAW, MICH 
B. the 408 P. Dunn Shoo & Leather Co Michigan Shoe Co 
a DETROIT, MICH. ST. PAUL, MINN. 
fh American Cath Shoe Co Schefer & Ce 
& w SEATTLE, WASH. 
Merchants’ Supply Co Washington Shoe Co 
FORT WORTH, TEX. SIOUX CITY, 1A 
Hinchley-Tendy Lesther Co, Ee F. Borg 
GRAND RAPIOS, MICH. SPOKANE, WASH. 
Show The Adams Leather Co. 
HUNTINGTON, W. VA. SPRINGFIELD, MASS. 
The Jeff Newberry Co. 4 T. Show Show Co. of New Englend tne, 
NAPOUS, INO. TOLEDO, OHIO 
TON, 





M.T. SHAW, /nc. 
COLDWATER, MICH. 

















The front, 119 feet, will be designed 
in keeping with present day trends in 
architecture and will serve to give this 
new Store for Men a distinct and sep- 
arate personality. 

In announcing plans for the interior 
arrangement, P. G. Winnett, president 
of Bullock’s, said, “We intend to leave 
nothing undone to round out a com- 
plete service for men and to create an 
atmosphere of mannish taste. 

“The downstairs floor will give us a 
splendid opportunity to develop a real 
headquarters for the Southern Califor- 
nia sportsman. In addition to ample 
space for a specialization in sports- 
wear, we intend to devote much atten- 
tion to such other needs as rancho and 
polo riding togs and equipment of high 
character. 

“Men’s furnishings will take a promi- 
nent place on the street floor with suit- 
able entrance and will be augmented by 
specialized presentations of hats and 
shoes in addition to an attractive cor- 
ner devoted to smokers’ articles. 

“On the second floor,” continued Mr. 
Winnett, “we believe that men will find 
a clothing floor that will be outstand- 
ing. At the same time this new ex- 
pansion will give Bullock’s a splendid 
chance to set up a complete and indi- 
vidualized service for students and 
boys, including clothing, shoes, hats 
and furnishings. 

“It has been in our minds for some 
time to give to Southern California a 
Store for Men that would be unusual 


and now that the goal is within sight, 
we intend to spare no pains to reach it. 
Building on the same foundation upon 
which Bullock’s has grown through the 
years, the slogan, ‘Quality Reigns Su- 
preme,’ will be the guilding influence 
of this new and greater Store for Men. 
We expect to have it ready by March, 
1934.” 


Check-Up-On-Yourself 


DALLAS, TEX.—“We find it an excel- 
lent idea to hold a check-up-on-yourself 
clinic for our shoe salesmen in Novem- 
ber to give them more confidence in 
their ability to sell Winter shoes,” said 
H. Morris Bridges, shoe buyer and 
merchandising manager at  Titche- 
Goettinger Co., Dallas. 

“The following cardinal questions 
are put to our floor salesmen and time 
is given them to think matters over: 

“1, How good a salesman am I?—If 
I am not making as much money as I 
feel I ought to make, whose fault is 
it, my employers’ or mine? 

“2. Is my personal appearance in 
keeping with my position?—Am I neat 
and dressed tastefully? 

“3. Am I studying the shoe business 
so that if I were made buyer, I could 
hold the job?—Do I study customer 
needs? Do I know enough about man- 
agement and financing? 

“4, Am I willing to study after 
hours, if necessary, to develop myself, 
to improve my general education so 
that I can talk more intelligently with 
customers each day? 

“5. What am I doing to make myself 
more valuable to my employers so that 
they will increase my responsibilities. 
here? 

“6. How is my use of the English 
language?—Do I speak it in a clear, 
distinct tone that can be heard plainly? 

“7, Do I sound sincere to our cus- 
tomers? Am I courteous enough to 
them? Have I the power to convince 
them that a certain kind of shoe is 
better for them simply because I say 
it is? Have I reason to believe cus- 
tomers respect my judgment? 

“8. How much mental progress have. 
I made since the Winter shoe selling 
season opened last year?—Have I ac- 
tually carried out the progress plans 
I made last year? ‘ 

“9. Am I sure that the shoe business 
is the best life work for me? 

“10. Have I a real objective?” 





TRADE LITERATURE 











Blog’s New Folder 


An _ attractive folder presenting 
“Kight Headliners” in men’s and 
women’s felt and kid slippers, styles 
Everett, D’Orsay, Julliette and Hylo, 
has recently been issued by the Blog 
Shoe Co. of New York City. Attached 
is a “Speed-O-Gram” blank to facilitate 
ordering. 
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R. NEUMANN & CO. 


GENUINE SEALSKIN 


in grains that definitely belong to the Spring and Summer 
sports attire for men and women 


JET BLACK 
INDIES BROWN 
SPARKLING, PURE 


RIPPLE GRAIN 
BERING GRAIN 
KAYAK GRAIN 


PIN SEAL (washable) 
for IN WEIGHTS SUIT- 
men’s, women’s and ABLE FOR TURNS 
children’s shoes AND WELTS 





the pure vegetable tannage insures 
the leather being mellow and every bit as supple 
as the most conventional upper stock 


BE SURE TO SEE THIS INTERESTING, STYLEFUL LEATHER 
IN THE LINES OF LEADING MANUFACTURERS. INQUIRE ABOUT 
THE ATTRACTIVE, VALUABLE MATERIAL FOR DISPLAY AND 
ADVERTISING WHICH IS FURNISHED FREE 


R. NEUMANN & CO. 


Originators of Tanners of 
MANDRUCCA HOBOKEN NEW JERSEY Fancy and 


Reg. U. S. Pat. Off. Exotic Leathers 
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NOT 


1262 
ON SPORT SHOES ALONE 
are tassels decorative selling assets. 
Smart stylists confirm their impor- 
tance on conservative ties and oxfords, 
which can be made to appeal more 
strongly to woman’s new mood of 
femininity by these inexpensive, indi- 

vidualized ornaments. 


1304 










Y Over 100 manufacturers are @y 
now using the exclusive, .¥® 
patented 


PRINCESS 
TASSEL 


(Patent 1896060) 


which can be perfectly matched to the lace or 
shoe color. Leading retailers are insisting on 
them after seeing how smartly they dress the 
shoe. Princess Tassels are supplied in the three 
sizes (as illustrated above) —to either the manu- 
facturer or the retailer. They are easily and 
quickly attached. 





RETAILERS 
AT THE NEW YORK SHOW 


look for the lines that carry this indi- 
vidualized ornament... or 


WRITE FOR FREE SAMPLES 


and try them out on your own shoes. 


E. E. WELLER CO. 


33 EDDY STREET PROVIDENCE, R. I. 
EXCLUSIVE MANUFACTURERS 











Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 25, 1933 


Why a Profiteering Inquiry ? 
[CONTINUED FROM PAGE 24] 


any and all. ‘The hearing may be for the purpose of 
throwing a fear into the merchants everywhere, to 
decrease prices of articles. We hope the alert Na- 
tional Retail Trade Council will be prepared to present 
the case of the merchant in this true light as a useful 
service of selection that must carry proper costs for 
distribution. 

“Where complaint of an unwarranted price increase has 
been filed against any industry or trade, or against any person 
or firm, the Code authority of such industry or trade, and 
the person or firm complained of, will be notified of the com- 
plaint and the facts with respect thereto.” 

The action is well enough as a final “out,” but the 
entire scheme of holding a public hearing in inquisi- 
tion of retail prices is ill-timed and inadvisable. There 
are so many more things to be done to encourage the 
movement of goods and the turnover of the dollar, 
that it seems almost a pity to bring out the old charges 
of profiteering. We hope the meeting falls flat for 
lack of evidence and almost predict it insofar as 
shoes are concerned. 

Competition and lack of public buying has corrected 
most of the cases where merchants had hoped that 
higher prices would sweep through the field of trade 
in September and October. But higher prices are 
now absolutely necessary. They have been made 
obligatory by pressure of commodity prices and in- 
creased costs right along the line. 





New Foot Health Shop 


Battimore, Md.— 
Selling the public foot health and foot comfort has 
enabled Frank Zimmerman, trading as Zimmerman’s 
Modern Orthopedic Shop, Baltimore, Md., to build 
up the largest exclusive business of this type in the 
city. : 

When Mr. Zimmerman opened his modest shop a 
number of years ago at Saratoga street and Park 
avenue he did so with the avowed purpose of center- 
ing his entire efforts on giving his customers foot- 
health and foot-comfort giving footwear. That his 
efforts were in the right direction were soon made 
manifest by the consistent gradual increase in patron- 
age. With the growth in business larger space was 
required and Mr. Zimmerman secured all available 
space at the location for the operation of an establish- 
ment in keeping with the growth in business. 

With the passing years business grew apace and 
now Mr. Zimmerman has found it feasible to move 
to new quarters at Howard and Mulberry streets, 
where more ‘than three times as much floor space is 
had as at the Park avenue and Saratoga street location. 

[TURN TO PAGE 74, PLEASE] 
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THE ARISTOCRAT OF FLEXIBILITY 

















A ed Sed 





This modern shoe, distinguishea 
for grace and flexibility, is made on 


standard WAC equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility ). 


The outsole may be attached by chain 


stitch, lock stitch, or by cement. 









UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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DON’T DEPEND 
ON 
GOOD LUCK 


realize 





the value 
of this 
protection 


$25 to $100 
WEEKLY INDEMNITY 


$5,000 to $20,000 
DEATH INDEMNITY 


 \kastern 


| COMMERCIAL TRAVELERS 

















ACCIDENT ASSOCIATION 


A member is protected against practically 
every accident wherever and whenever it 
might take place the world over. 


WE ACCEPT FOR MEMBERSHIP 
COMMERCIAL MEN BUSINESS MEN 
PROFESSIONAL MEN OFFICE MEN 

And Other Preferred Male Risks Ages 18 to 60 

ORGANIZED 1894 


co & 

40 Years of "Ask the 
Unfailing ° man that 
Service For is a member" 

° Application or ° 


information write 


JOHN S. WHITTEMORE, Secy.-Treas. 
77 Franklin Street, Boston 


eeeecacen-------- CUT THIS OUT AND MAIL IT TO US TODAY.----------------- 


Mr. JOHN S. WHITTEMORE, Secretary- Treasurer 
Eastern Commercial Travelers Accident Association 
77 Franklin Street, Boston, Mass. 
Please mail me application for membership and full particulars on accident 
insurance. 

















THE LAST ROUND-UP 
ON PRICE INCREASES 


In every Thom McAn window—is this signifi- 
cant statement, prepared by the Melville Shoe 
Corporation: 

“ADVANCE NOTICE! For months | have kept 
right on selling Thom McAns at $3, long after 
prices everywhere had gone up. 

“Now costs of materials have risen to such an 
extent that | must change my price. On 


| December 1 a slight advance will have to be 


made to cover some of these extra costs. 
“Between now and December | my 5'2 million 
loyal customers will have their last chance to 
buy Thom McAns at $3. 

Thom McAn” 





To Tell the Story of Spring 


Fashions 
[CONTINUED FROM PAGE 17] 


beginning at 2 o’clock. This session 
is expected to consume about an hour, 
leaving ample time for the conference 
program. Retailers, manufacturers, 
traveling salesmen and everyone con- 
nected with the industry, as well as 
their friends, are cordially invited to 
attend the style conference. 

With a complete and readily under- 
standable picture of the latest style 
developments for the coming season in 
mind, it is believed that the retailers 
and buyers who come to New York for 
the opening will be in a much better 
position to consider and compare the 
Spring offerings of the various manu- 
facturers which will be on view at the 
Commodore from Tuesday to Friday, 
inclusive. They will also be aided 
materially in the selection of such mer- 
chandise as they may wish to order at 
this time, to make sure of deliveries for 
the advance Spring season. The con- 
ference held a year ago in connection 
with the seasonal opening met with 
very general approval on the part of 
retailers and manufacturers, and it was 
therefore decided that this feature 
should be accorded a permanent place 
on the program for opening week. 

Opportunity will be afforded on Mon- 
day evening for manufacturers’ repre- 
sentatives to arrange their exhibits, 
after the conclusion of the business 
session and style conference. It is an- 
ticipated that a majority of buyers 
visiting the seasonal opening will plan 
to be in attendance on Monday, so as 
to be present at the Style Conference. 





New Union Employs Ensor 


BrockTton—Albert T. Ensor, for 
many years identified with the W. L. 
Douglas Company, Brockton, in the 
capacity as assistant factory superin- 
tendent has just been employed as sta- 
tistican for the new Brotherhood of 
Shoe & Allied Craftsmen. Mr. Ensor 
in his new office will obtain facts and 
figures pertaining to price lists and 
“onditions throughout the district for 
the purpose of obtaining a uniform 
labor scale on the various shoe grades. 
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From verdant South 
America where the cli- 
matic conditions the 
year round are ideal for 
the raising of well-nour- 
ished animals, come 
kidskins which are tra- 
ditionally meaty and 
mellow natured. From 
such incomparable 
skins, KING KID, the 
acknowledged leader, is 
produced. 








New and Improved 


PRINTS 


Chrome Tanned 


ING 


Here is a truly beautiful and practical 
innovation...a matured, chrome tanned, 
goatskin, with all of goatskin’s advan- 
tages, in unusual, unique effects. These 
swagger Prints are equally adaptable 
for complete shoes or for trims. 

Perfected, thus far, in 49 colors andcom- 
binations . . . colors carefully, expertly 
matched to blend with the colors fashion 
has decreed for the rest of the ensemble. 
Chrome Tanned King Kid PRINTS, by the 
makers of King Kid Black Satin, King Kid 
Black Glazed and King Kid Matured 
Goatskin ...all acknowledged leaders! 


WILLIAM AMER CO. 


PHILADELPHIA, U.S.A. 
ESTABLISHED 1832 
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A Message 
For Progressive 
Shoe Dealers 


MANY THOUSANDS 
WANT 10 BUY 


diy 





Why Not Sell These Taps? 


When we make the statement that many 
thousands want to buy Rhythm Tap, we 
are not just “throwing our hat in the 
air.” We are talking facts. Facts based 
on our own records. Selva maintains 
three New York retail stores stocked with 
dancing footwear and accessories. These 
stores have always carried the 3 leading 
makes of taps. Last year Selva invented 
and patented Rhythm Tap. We can offer 
no better evidence of the drawing power 
of this item than to quote the record. 
Rhythm Tap alene has already more than 
doubled the combined sale of all 3 other 
taps. Remember that Rhythm Tap made 
this record as a standard $1 seller. The 
3 others were sold at from 25c to 50c per 
pair. Invite the thousands who want this 
marvelous item into your store by offer- 
ing Rhythm Tap and earn the liberal 
profit margin allowed. 


Rhythm Tap is sold with a money 
back guarantee. Only 4 sizes 
needed im stock. Attractive win- 
dow display with testimonials of 
famous dancers. Write today for 
senete order or details of the Selva 
ine. 


SELVA. SONS, 


Manufacturers of Dancing Footwear 


1607 BROADWAY NEW YORK 


Factory: 333 W. 52nd St., N. Y. 


senesenianiineentitllll ieeeeretiiineall 
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All Whites ae Up for Summer 


[CONTINUED FROM PAGE 23] 


cent of the men’s sport shoe business 
as a whole; nevertheless, care must 
be exercised in choosing the trimming 
color and leather. “Bourbon” the 
volume color for men’s Spring shoes, 
is likely to be the preferred choice for 
trimming many of men’s white shoes. 
For the shoe that is suited best for 
slacks and sport jackets, rather than 
for warm Summer days generally, a 
new Sun Rust shade is very swanky, 
particularly in the grained finish. 

White shoes with Highland (dark 
brown shade) usually have a trimming 
leather on the saddle, and where seen 
on tips and foxings, this dark tone was 
heavily perforated to show additional 
contrast. Many buyers foresee a very 
light season for black and white shoes. 
One new thought that is included in 
several lines is a heavy embossed finish, 
which gives a pleasing variation to 
what has been used in the past. 

Surveys made by leading stores which 
have a wide following among university 
men, index solid white shoes as being 
the choice, although there has been 
quite a bit said about the appearance of 
black and white at some of the fratern- 
ity house parties last Spring. The trim- 
med white shoe may be called for by 
wealthy college men, who have exten- 
sive wardrobes and therefore can af- 
ford a black and white shoe to wear 
with a particular costume. These 
selections will, of course, be consider- 
ably in the minority because the white 
shoe, as said previously, complements 
any outfit that a man may wear. 

Princeton, which is accredited as 
one of the best sources of new fashions, 
showed a rather discouraging recep- 
tion to black and white shoes, as it is 
reliably reported that shoe retailers 
had to sell out their stocks of black 
and white shoes to residents after col- 
lege closed for the Summer, at drastic 
price reductions. With that experience 
fresh in mind, practically all of the 
stock for the coming season in most 
college towns will be concentrated on 
solid white footwear. 

Buckskin will unquestionably be the 
leading white leather, but the trade 
eye is being focused on the swift rise 
to popular heights of white washable 
goatskin. The washable feature of 
whites will also add to the favor shown 
white calf, elk and genuine sealskin. 

These three all-white shoes will be 
much in evidence on many college 
campuses; a Spring heel, wing tip with 
both white rubber and black rubber 
soles; a five eyelet oxford, medallion 
tip, pinked and perforated, narrow toe, 
wide extension sole, leather sole and 
heel with a black finish, and a plain 
toe, narrow custom last, semi-hard box, 
2 eee plain shoe, having a leather 
sole. 

As of old, the plain toe, black saddle, 
rubber sole will be a volume proposi- 
tion. 


Several of the high grade manufac- 
turers have produced some very fine 
distinctive Spring models through the 
use of brown, grey, beige and black 
goat as underlays, showing through the 
vamp, tip and quarter perforations of 
their white goat shoes. These shoes 
are not just “window shoes,” as they 
have real sales promotion possibilities, 
according to those buyers who have 
bought them. Then, too, they offer 
just a touch of color to the man who 
prefers his white shoes to be other 
than a solid white. These shoes may 
be high novelties to some stores, but 
to others they will form a sure part 
of the increased sales total. 

All stores must have a few “gamble” 
or “window shoes” with a white base. 
The real money will be made on the 
repeat sellers, but with judicious selec- 
tions, a few high style novelties will 
pay for themselves in the advertising 
they create, if used to the best ad- 
vantage and not allowed to become 
stale. 

In the high novelty models now 
being shown for Florida and cruise 
wear these highlights appear, white 
with dark grey on some novelty pat- 
terns; white with the new Rust shade 
is good bright combination; heavy 
stitchings also give relief from the 
staid sameness, as do some of the real 
novelty designs. An interesting cruise 
promotion shoe has a dark blue goat 
contrast and the nautical idea carried 
out in rubber soles. 

There is apparently an increasing 
use of the natural sole color on all 
whites, but the black sole finish is still 
good. The brown sole is very effective 
on the full brogues. 

Full kid ventilated linings in men’s 
shoes will be the big talking point in 
many lines. This feature started in 
the high grades last summer and was 
an immediate success. Men liked to 
feel the soft smoothness of the full kid 
lining. They found, too, that’ when 
these linings were punched full of 
holes they were cooler than the cloth 
vamp linings. Manufacturers know 
that full kid linings can be produced 
at practically the same cost as the usual 
drill, because the vamp doublers are 
entirely unnecessary. Then too, the 
cotton processing tax is eliminated. All 
in all, this one idea should be the means 
of introducing a fresh sales talk into 
men’s shoe selling which ought to 
arouse considerable interest. 

There are many new effects in per- 
forations which will give a new zip 
to the Spring styles. A great deal of 
attention is being given to pattern de- 
tailing in order to give the shoes a 
brand new look, for it is an acknow- 
leged fact that to get more money for 
men’s shoes and more men’s shoe 
money in the cash registers, shoes for 
Spring must have decided elements of 
newness. 
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They Make 


Profits 


for Retailers 


DUAL 
LIFE 


ERVING two classes of trade from one stock is sure to 





increase turnover and profits. 

Many retailers are having that happy experience with 
Brownbilt Tread Straight Shoes. These retailers have dis- 
covered that the young man interested primarily in style 
sees in these shoes only the smartness and quality he wants. 
The Tread Straight features, being unobtrusive, do not 
enter into the deal. 

Older men, and men with weak or tender feet, buy from 
the very same stock, because of the relief, the comfort and 
the support afferded by the scientific Tread Straight fea- 
tures. To such customers the Tread Straight features are 
explained and stressed, the style being, of course, an added 


feature. B Ww b ilt 
Invite the Brown Shoe salesman to spread the line. ro no 
* 


Study the spread from the angle of its dual application to A: 

your own trade. We believe you'll promptly see the extra TR EAD STRAIGHT 
dollars of profit the line represents for you. The line is ow: eg: 
carried in stock and retails at popular prices. Write us. Shoes for 












Wwewd Sroe GowsgQaiy a Men 


MANUFACTURERS - SAINT LOUIS 
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NEW FOOT HEALTH SHOP OPENED 


[CONTINUED FROM PAGE 68] 


Ensconced in its new setting, Zimmerman’s Modern 
Orthopedic Shop is prepared to render an even greater 
footwear service than ever before. The establishment 
features an excellent array of nationally recognized 
foot-health shoes for both men and women. A chil- 
dren’s service is also included. 

The shoes featured by Zimmerman’s Modern 
Orthopedic Shop include Dr. Kahler shoes, Ground 
Gripper shoes, Physical Culture shoes, Drew Arch 
Rest shoes, Dr. Reed’s shoes and Zimmerman’s Spe- 
cial Fitting Shoes, the latter being constructed ac- 
cording to special specifications of Mr. Zimmerman 
and designed to meet a particular clientelé need. The 
Dr. Reed line of shoes is a new setup for the Zim- 
merman establishment, the local agency for the line 
having been just taken on. Kali-Sten-ick shoes for 
children are featured. 

The new Zimmerman shop is modern in every 
respect. Large modernistic and effectively arranged 
window displays grace the main entrance. The pull- 
ing power of the windows is tremendous, bringing in 
many new customers, many of whom “merely come in 
to look around, but remain to buy.” 

The spaciousness of the store impresses one 
immediately upon entering. The arrangement of the 


chairs and footrests is such as to take up the least 
amount of space. The wall shelving is systematically 
arranged according to line of footwear, sizes, etc., 
designed for efficient service. 

Mahogany is the furniture keynote. ‘The floor is 
laid with lynotile in combined shades of brown, tan 
and mahogany with mahogany border. The floor cov- 
ering is of large block design. A rich solid green 
deep pile rug graces about three-fourths of the floor 
over the lynotile floor covering. The lighting fix- 
tures are unique and modernistic. They are large 
and globular with effective trimming. They resemble 
a globe of the world. 

The men’s and women’s sections occupy the front 
and greater portion of the new shop. The rear, 
reached by a small stairway, is devoted to the chil- 
dren's shop. 

An additional service of the new Zimmerman 
Modern Orthopedic Shop is now being rendered 
customers through the opening of a modern hosiery 
section or shop, a service heretofore not rendered. 
This section is being operated under the direction 
of Miss Mildred Zimmerman. Kayser hosiery for 
women is featured and for men Monito hosiery is 
the featured line. 








LARGEST 
BOOT STOCK 


in America 


For Immediate Delivery 



















Riding No matter how large or 
small your boot require- 
Field ments may be, we are pre- 
ae pared to take care of 
Aviation your wants. Our huge 
stock and variety of styles 
Jodhpur in various price ranges 
H e enables dealers to make 
unting more profitable sales to 
d the satisfaction of their 
an customers. 
Accessories Write for Catalog BS-11-25 


COLT-CROMWELL CO., Inc. 
1239 EN. York City 
princi 
























—PATENTED= 


SPORTINBAK SPECIAL ANKLE SUPP 


OPENED BACK 
FLEXIBLE METAL STR SHOWING METAL 
phi! TO BACK OF SUPPORT OF 
j PECIAL MOULDED ANKLE, SUPPLE 
FATHER COUNTER ies AND FIRM. A 











ORIN aus 


is the ideal shoe for little folks with an immediate appeal 
to parents. Carried in stock at all times. Made on a 
perfect fitting combination last. 


And, a regular line of pre-welts with a reputation 
for quality. Don’t fail to consider these Ephrata 
lines for your Spring requirements. 


CARRIED IN STOCK—LIST ON REQUEST. 


EPHRATA SHOE CO., 


Ephrata, Pa 
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IN TUNE 
¢ WITH THE TIMES - 


Today's need for a quality Women's Shoe at a 
popular price, is adequately filled by the 


DUNN ano MCCARTHY, inc. 
line of unbranded shoes retailing at 
7 


You will find it good business to investigate our pro- 
position....and examine this line of shoes on display 








at the 


NATIONAL SEASONAL OPENING 
in Rooms 1000, 1001, 1002 


Hotel Commodore, New York City 
Dec. 5th, 6th, 7th, 8th 


In Attendance: F. L. EMERSON, BUFORD H. JONES 
and members of the DUNN and MSCARTHY, Inc. 


Sales Organization 


DUNN ano MCCARTHY, wwe. 
AUBURN, N. Y. 
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REPRODUCED 

FROM DRY GOODS 
ECONOMIST ISSUE, 
OF NOV. 27, 1915 


er 








1915—INTRO- 
DUCED F. B. & C. 
WHITE AND 
COLORED 
GLAZED KID. 


IN NEW YORK’S SMARTEST PLACES : 


1.—Flat hat of green 
glazed kid with roses 
of white kid. 


2.—Military hat of 
dark blue glazed kid 
with cord of worsted. 
Muff with glazed kid 
straps same color as 
hat. 


F. B. & C. GLAZED KID 


Qmalgamated Leather Companies Src. 


WILMINGTON 


3.—Costume of white 
glazed kid trimmed 
with seal and white 
kid buttons--Hat to 
match. 


4.—Gray squirrel cape 
fastened with purple 
glazed kid bow. Hat 
of purple glazed kid. 


Glazed kid shoes, costumes and hats have come into 
vogue so quickly and so thoroughly that retailers are 


profitably selling these costumes. + 
To meet a general request from retailers everywhere, i 
we sent out an artist to New York’s most fashionable 
places—the results you see on these pages. 
DELAWARE f 
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The First Makers of White and Colored Kidskin 





e AMALGAMATED—a name that is a 
- guarantee of Quality and Correct Color in 
Kidskin—the first Tanner in this country to 
make White and Colored kid for use in 
footwear. 


When White Kid was introduced by 
Amalgamated in 1915, white kid shoes be- 
came an immediate vogue. High laced 
white kid boots appeared first on the rink 
at the old Hippodrome. They were worn 
by a popular actress of that day—Charlotte 
—an ice skater of international fame. 


e Fashion seized upon this revolutionary 
idea in footwear, and White Kid shoes were 
adopted for all smart occasions, regardless 
of weather conditions. 


White Kid then as now, was the result of 
an exclusive tanning process, discovered 
through the research and skill of Amal- 


gamated Leather craftsmen. 1934—F. B. & C. 
; : WHITE GLAZED 
As Pioneers in producing White and asm sated 
fancy colored kid, Amalgamated, the orig- ITS STYLE 
inal F. B. & C. Company, retains its prestige SUPREMACY 
position of “Supreme in Color, Supreme in 
White.” 


F. B. & C. GLAZED KID 


ona Seales Shepenionts 


WILMINGTON DELAWARE 
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e@cause PANCO STA-TITE 


exclusive construction 
lengthens heel wear 
improves heel looks 
and increases the satisfaction 


of your customers 
these new heels are good business builders for you. 


Despite their improved construction, high qual- 
ity and obvious superiority, PANCO STA-TITES 
attractive cost no more than any good rubber heel. 


design When your shoes are equipped with PANCO 


pa ee STA-TITES the following facts make convinc- 


ing selling arguments. 
T WEAR 7 greater 


wearing 





these are the facts 


They stay permanently tight at edges 
They can be worn to wafer thinness 
Will not track dirt—no open nail holes 
Handsome, dignified, non-skid design 
High, bright finish 
Highest quality material 
Patented design 

* 


PANTHER PANCO CO. 


PANCO 
STA-TITE 


CACHES 


When writing advertisers please mention Boot and Shoe Recorder 








permanently snug fit 
at base 














Boot AND SHOB RECORDER 
combining THE SHog REtTalILeER, Nov. 25, 1933 


Combining 


Beh fitter 





An Outstanding Corrective Line. 


Shisshithes 


Semi-Corrective Welts.... Medium Priced.... Recognized 
Everywhere for their Superior Fitting Qualities. 


Foot Gos 


A distinctive line of Cement Process Shoes noted for 
their Exceptional Heel Fit. 


SEE THEM.... 
AT THE SHOW 


in Rooms 1009 and 1011 


THE COMMODORE 
and 520 Marbridge Bldg. . . . . . . ..~ «~~ New York City 
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The APPEARANCE of the 
UNITED CUSHION HEEL 


is so fine that it is 


constantly imitated but never equalled 





ITS QUALITY 


is just as superior as its appearance 


ee bP 


THE TRADE-MARK 
is the hall mark of fine shoemaking 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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IN 
THE SAMPLE LINES 
at the 


NEW YORK 





and for colors 
depend on 


Rosebay Willow 


that supple, glove-like tan- 
nage of light calfskin so 
popular with the makers of 
smart women’s shoes. 

Every authentic spring 
color, as well as many spe- 
cialized shades, are available 
in this preferable leather. 


AMERICAN 


HIDE and LEATHER 
COMPANY 
BOSTON 
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art shoe buyers 
select the 


ar HOTEL New YORKER 











DURING THE NATIONAL BOOT & SHOE 
MANUFACTURERS ASSOCIATION 
SEASONAL OPENING DECEMBER 5 -—~ 8 


ge 0 sh The Hotel New Yorker will be headquarters for many leading 


pe og ig firms during the National Seasonal Opening of the National 


ls not necessary to go 


above to. the street Boot and Shoe Manufacturers, December 5th to 8th. 
ee your associates in 


the shoe trade at th ° ° 
OTEL NEW YORKER Included in the list of representative companies are the following: 


uring the show. 


Consolidated Shoe Corporation, Cincinnati, Ohio 
Ault-Williamson Shoe Company, Auburn, Maine 

Pennant Shoe Company, St. Louis 

Simplex Shoe Manufacturing Company, Milwaukee, Wisc. 
F. M. Hoyt Shoe Company, St. Louis 

G. P. Crafts Company, Manchester, N. H. 


HOTEL NEW YORKER 


34th St. and Eighth Ave., New York City, Ralph Hitz, President 


Other Hotels under Ralph Hitz direction: Book-Cadillac, Detroit; Netherland Plaza, 
Cincinnati; Van Cleve, Dayton; Ritz-Carlton, Atlantic City. 
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e Firm 


~Garride 


Extends a cordial invitation to all 








retailers attending the National 


Seasonal Opening to inspect 





the Spring: shoes on display at 
' Suite 852-4 at the Commodore 
Hotel, December 5-6-7-8.  In- 
cluded in this collection are 
models designed exclusively for 


Co Ade ee ew 4 


_ Vida L. Moore 


cAmerica’s premier custom boot maker 





Garside 
Long Island City, N. Y. 
New York Office 
824 Marbridge Bldg. 
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SEA 


You promote your own welfare and profits, 
Mr. Retailer, if you sharply separate the 
seasons in the purchase and distribution 
of men’s shoes. 





Winter is here. Your customers are buying 
heavy clothes, felt hats and overcoats. Be 
certain that you have ready for them 
heavier shoes. Shoes that are distinctively 
different in pattern, weight and general 
appearance from the summer shoes they 
have been wearing. 


Be sure your fall and winter shoes are 
seasonably stouter, more serviceable and 
heavy in appearance as well as in fact. 


There is no single component part of these 
shoes that will so distinctively brand them 
as seasonable, cold-weather shoes, as 


GENUINE BARBOUR STORMWELT 
“The Weather Strip That’s A Leather Strip” 


MANUFACTURED ONLY BY 
BARBOUR WELTING COMPANY 
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“In The Better Shoes Everywhere” 








BROCKTON, MASS. 
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NATIONAL NEWS 








» WHAT'S SELLING 4 





Slippers at Marshall Field’s 


CuIcaco—The Little Boudoir Shop 
_ at Marshall Field and Company’s is 
gay with new merchandise for Christ- 
mas selling. Among novelties for this 
year are some gorgeous fifty-fifty gold 
and silver kid back strap mules. They 
have silver straps and gold heels and 
are satin lined. Some satin beauties 
covered with lace on the vamp are also 
new this season. They come in red, 
black and peach. 

Two-tone satins in turquoise, peach 
and green, have the darker tone dye 
blown in from the under side to form 
a design in relief. It gives the effect 
of embroidery. Some D’Orsays have a 
ribbed satin vamp with plain satin 
quarters. These come in black and 
in white for tinting. Most of the pastel 
shades this year will be sold in white 
and tinted to order, it is said here. 
Leisure time foot-wear either matches 
the ensemble exactly or forms a sharp 
contrast with it. Other ribbed and 
plain satin D’Orsays have a silver trim 
across the vamp which binds the two 
fabrics together. Satin is also com- 
bined with velvet in some of the new 
models. In green and French blue 
these are trimmed with silver, in black 
and in red with gold. 

A plain black satin D’Orsay with a 
lower heel than the above high step- 
pers is a holiday leader in the less 
expensive line. The same model is also 
shown in plain satin in black and in 
white for tinting. 

Christmas boxes in holiday array are 
already on display here. to coax early 
gift buying and the little shop is fes- 
tive with much open display of these 
tempting feminine bits. Brown satin 
slippers with elaborate white fur trims 
perch on a round center table while a 
group of utilities cluster on the floor at 
the base. Handsome hassocks serve as 





SATURDAY, NOVEMBER 25, 1933 


display centers for other items and 
suggest the elegance and relaxation 
which go with leisure time foot-wear. 

This department cooperates closely 
with the negligee section and sales girls 
escort customers who are _ buying 
hostess gowns and pajamas over to the 
Little Boudoir Shop to complete their 
ensemble. 





Shows Short Vamp Suedes 


Los ANGELES—The May Co., Los An- 
geles department store, is giving atten- 
tion in its newly opened Campus Shoe 
Shop, on the third floor, to short-vamp 
suede shoes, featuring them in three 
steps, one, the “half-and-half” of liz- 
ard and suede for day-long wear; two, 
the double buckle type for sports; 
three, stitched suede suitable for street 
or semi-dress, at a featured price of $5. 

The I. Miller Co. has adopted a new 
approach in appealing to “foot-happy” 
shoe wearers instead of accenting style 
only. Angelenos are urged to join the 


DATES TO REMEMBER 


30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel 
Commodore, New York ........ December 4 
National Season Opening, Hotel Commodore, 
New York ..............06. December 5-8 
REND ogi oiseie v0 40 sewers December 25 
New Year’s Day ............. January 1, 1934 
National Shoe Retailers Annual Convention 
Pe err Jan. 8, 9, 10, 1934 
23rd Annual Convention, National Shoe 
Travelers Association, Statler Hotel, St. 
Louis Jan. 11-12, 1934 
Semi-Annual Shoe Fair and Style Show Shoe 
Travelers Association of Los Angeles, 
Alexandria Hotel ...... Jan. 15, 16, 17, 1934 
Middle Atlantic Shoe Retailers Association, 
20th Meeting and Exhibition, Hotel 
Adelphia, Philadelphia. .Jan. 22, 23, 24, 1934 
Northwestern Shoe Retailers Regional Asso- 
ciation at Sioux City..... Feb. 5, 6, 7, 1934 
Indiana Shoe Buyers Eleventh Annual Con- 











vention, Claypool Hotel, Indianapolis, 
Indiana .........cccccce Feb. 4,5, 6, 1934 
a ne meee Pere April 1, 1934 














emai 


EVERY WEEK 














foot-happy shoe debs and their grand~ 
mothers at the I. Miller Co. 

Shirred leather in pump, eyelet-tie 
and oxford versions, are featured by 
the C. H. Baker Co., at $9.50 and 
$10.50. Los Angeles shoe retailers in 
most instances make it a practice when 
advertising higher priced shoes to link 
up the buying appeal with ready-to- 
wear fashions, which means that they 
must be ever alert to fashion trends 
and their interpretation and must key 
their merchandise accordingly. 

Spat pumps shown at the Summer 
show of the shoe retailers and travel- 
ing men are being featured by some 
stores, along with the four-eyelet 
black suede oxford, with stripping on 
tip and saddle of black lizard. Prices 
range from $8.50 to $10.50, on an av- 
erage, with intermediate, higher and 
lower prices in a number of instances. 





Increased Scotch Grain Sales 


LOUISVILLE, Ky.—Levy Brothers in- 
creased sales of men’s shoes by creat- 
ing a demand for Scotch grain oxfords. 
These oxfords were featured in the 
windows with the whole skins and at- 
tention called by window cards not 
only to their style but also to the great 
comfort to be found in this shoe. The 
window display was supplemented by 
a newspaper campaign—three columns 
a week, calling attention to the com- 
fort of Scotch grain oxfords. 





New Pump Bows 


Cuicaco — Cute little bows which 
have a silver lining are a lure to the 
gadget fan right now. They are being 
shown in a prominent display in the 
State Street window of the Palmer 
House Boot Shop. They come in black 
suede and besides the silver lining some 
have marquisite trims and silver bits 
on the rolled piece that forms the cen- 
ter. Brown suede bows of like style are 
set off with gold instead of silver. All 
this one gets for fifty cents. 
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WILLITS 








IN STOCK 
No. 9718 
38Y_ to 8 
AAA to C 
$2.95 


SPECTATOR 
SPORT SHOFS 
for 
SERVICE 
AND STYLE 


— - 


ON DISPLAY 
ROOM 


O73 


HOTEL 
COMMODORE 


ae 
Willits values in juvenile Good- 
year Welts are the leading 


profit producers with hundreds 
of smart retailers. 











To see the Spring Line will give 
you anew appreciation of sound 
value. 





IN STOCK 
9717 


3Y%2 to 8 
AAA to C 


$2.70 
WRITE FOR IN-STOCK CATALOG 


WICLITS 


SHOE Co. 
HALIFAX. PA. 
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SMART NEW SHOE SECTION IN BOSTON STORE 





Smart interior of new women’s shoe department at Manahan’s, Boston 


BosToN — Boston’s newest shoe de- 
partment has been opened in the shop 
of Manahan, Inc., at 280 Boylston 
street, under the management of Geof- 
frey Swaebe, who for the last four 
years has been manager of the Brook- 
line store of Thayer, McNeil Company. 
Only women’s shoes are carried, the 
price range being from $7.00 to $12.50. 

Although the Italian Renaissance 
chairs are scattered to give an informal 
effect, Manager Swaebe has introduced 











For Air-Minded Boys 


DENVER, CoLo.—As an _ attractive 
feature in a special Saturday sale, the 
Fontius Shoe Co. offered a good qual- 
ity aviator’s helmet, made of black 
fabricoid, felt lined, goggles attached, 
for 10 cents, with the purchase of any 
boys’ shoes on Saturday, Nov. 11. Spe- 
cial offerings in the sale were boys’ 
oxfords at $2.98 and boys’ oxfords, 
black or brown grain calf, wing tip, 
leather welt soles, for $3.65. 

This clever ad did as it would be 
expected to do—crowded the store with 
juvenile shoppers. Many sales were 
accomplished during the day, accord- 
ing to F. B. Zurick, manager. 


National Council Convention, 
Dec. 6 


New YorK—To give immediate con- 
sideration to the national program for 
the administration of the retail code, 
the first annual convention of the Na- 
tional Council of Shoe Retailers, Inc., 
recently scheduled for January, has 
been moved up to the first week in De- 
cember, and will be held at the Hotel 
Commodore, New York City, on 
Wednesday, Dec. 6, it was announced 
this week by the Executive Committee 
of the Council. 

Members of the Council will hear 
first-hand reports from their represent- 
ative on the National Retail Trade 
Council, President Ward Melville, who 
is serving in Washington as chairman 
of the Committee on Administration. 








a new thought in so facing them that 
the customer at all times has an unin- 
terrupted view of the counter which 
houses displays of hosiery, buckles, shoe 
creams and similar, related merchan- 
dise. It is not an infrequent occurrence 
for a customer who is trying out the 
“feel” of a pair of new shoes to pause 
in her stroll at this display counter and 
subsequently to buy extra merchandise 
before leaving the department. Another 
version of the suggestive selling idea. 





Mr. Melville will describe the machin- 
ery which is being set up to administer 
the code through the self-government 
of the retail trade, particularly analyz- 
ing the part which is to be played by 
local retail trade councils. 

Visiting retailers in New York are 
cordially invited by the Executive Com- 
mittee to attend the Dec. 6 meeting, 
which will be the first meeting of the 
entire Council since its organization 
meeting held on Aug. 1. 

In addition to the discussions of 
operations under the Retail Code, and 
of its administration, the regular year- 
ly business of the Council will be con- 
ducted, including the election of offi- 
cers and directors. 





CHROME LEATHER 


Queer how things come about! Schultz was 
experimenting with chrome for coloring steels 
of corsets so they would not rust when he dis- 
covered the chrome process of tanning which 
revolutionized the upper leather industry. 





Children Buying Rough Suedes 


INDIANAPOLIS, IND. — Rough suede 
shoes in gray and brown with Kilte- 
tongue are leading in children’s foot- 
wear at Marott’s Shoe Store. Brown 
and suede combinations for the misses 
is another good number, while boys’ 
high cut boots in black and brown are 
all the rage. High shoes for children 
are out of the running, in fact passe. 
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335-345 East 27th Street 
New York City 











. .. for your encouraging letter and your 
kind permission for us to publicize it now. 


It has been a privilege and pleasure to 
work so closely with you throughout these 
eventful years of your manufacturing of 
Hand Made shoes. We hope our alertness 
and experience will fully justify your 
continuing to consider us, as so many 
makers of high-grade footwear do, THE 
resource for fine lasts. It would be false 
modesty for us not to express pardonable 
pride in serving, as you do, the very finest 
clientele. 


*“*AMERICA’S FOREMOST FASHIONERS OF LASTS’? 
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Evening Slippers Active 


San FRANcIscO, CALIF. — With a 
month-long opera season beginning, 
every shoe store is successfully featur- 
ing the latest opera footwear styles. 
Frank Werner Slipper Salon, among 
other popular numbers, featured an 
opera pump of faille crepe with rhine- 
stone buckle, offering a matching bag. 
Another fast-selling model of Frank 
Werner is the new black or brown gen- 
uine seal oxford; the sealskin also be- 
ing offered with marked success in a 
brogue-type tie for Winter sportswear. 
The City of Paris Shoe Salon notes 
good results from a suede and patent 
combination Garside pump with light 
stitching on black or brown. The Frank 
More Shoe Shop has repeated calls for 
a brown suede pump with beige stitch- 
ing and a distinctive cut-out on the 
vamp. Livingston Bros. finds splendid 
response from its line of $11.50, $12.50 
and on up to $16.50 shoes. Hanan & 
Son features a petite evening slipper 
of faille and satin rather intricately 
fashioned and offered in black or white, 
the latter dyeable to any desired shade. 
The Emporium, in its shoe section on 
the first floor, has had continuing good 
results from satin oxfords for informal 
evenings at $6.50 and _ hand-turned 
satin pumps at $6.95. Sommer & Kauf- 
mann has had noteworthy success on 
its “Cynthia” opera slipper—an un- 
usual sandal of satin, over which is laid 
metallic kid of golden hue; 








HIDES AND GOLD 


Hides went up because the dollar went down, 
and the dollar went down because gold went up. 
These ups and downs of money and merchandise 
are as complicated as a Chinese puzzle. Leath- 
er, like gold, is an international commodity, and 
as goes gold so goes the price of hides, leather 
and shoes. 





Shoe Mittens Selling 


CuicaGo — Several weeks ago the 
men’s shoe department at Walk-Over’s 
placed an interesting display of shoe 
mittens in a spot-light section of one 
of their State Street windows where 
they could not fail to attract the atten- 
tion of the window shopper or even of 
the passer-by. There was an immediate 
response although unexpectedly it was 
by women, who came in to buy these 
gadgets for their husbands. Mittens 
immediately leaped into importance as 
a selling item. Later as an experi- 
ment they were put in a less important 
part of the window and the sales fell 
off, showing how valuable a sales talker 
window display is. 

Sales talk by which these items are 
sold within the store both to the men 
and to their wives, is that sports shoes 
carefully covered and set away in an 
orderly fashion for the Winter will be 
ready for the first call of the Spring. 
In this connection shoe trees are also 
urged as a companion in efficiency to 
the mitten. For later season selling the 
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talk includes the value of these acces- 
sories in keeping everything shipshape 
when traveling. 

In speaking of his experiments with 
both trees and mittens Mr. W. F. Mc- 
Caffrey, department manager, said that 
he is instructing the girls at the hosiery 
counter (where women ask for the 
mittens) how to put across a double 
sale by singing the praises of the tree. 

“They ought to be sold in combina- 
tion (trees and mittens) ,” he said, “and 
my experience with them has been that 
they can become a profitable selling 
— if properly displayed and han- 
dled.” 


Many New Bags Selling 


CINCINNATI, OHIo— According to 
Miss A. L. Houghton, buyer and man- 
ager of the H. and S. Pogue Company’s 
bags department, ostrich and coque 
evening bags are very popular for eve- 
ning and wedding costumes. They are 
of the muff type and in various eve- 
ning shades. They sell for $7.50 to 
$12.50. 

Pouch bags are more in favor this 
season than underarm types. Velvet 
muff bags for evening and weddings, in 
evening shades, are also selling well at 
from $3.50 to $12.50. 

Petitpoints at from $10 to $75 are 
selling well even now for the Christmas 
trade. 

Rough leathers and suedes at $5 to 
$5.95 are favorites for general wear. 








ONLY 


Other, Hotels under 

Ralph Hitz direction: 

THE RITZ-CARLTON 

Atlantic City 

THE BOOK-CADILLAC 
Detroit 

NETHERLAND PLAZA 

Cincinnati 

HOTEL VAN CLEVE 

Dayton 





with quick 


ington the 





A DAY! 


Just imagine! You can stop at this smart new 
hotel for as little as $3 a day for one person, $4 
a day for two. Other rooms at $4, $5 and $6. 
Suites $10 for either one or two persons. 
Restaurant prices are economical too—4 
different restaurants with dinner and supper 
dancing nightly e The Lexington is located 
conveniently in the Grand Central district, 


access to trains, theatres, shops 


and business centers. Try the Hotel Lex- 


next time you’re in New York. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVE- NEW YORK 
Directed by Ralph Hitz - Charles E. Rochester, Manager 


~ 
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Our New Spring Line Of 
ENNA JETTICK 





WO) 


adds lustre to an already famous name! 


This superb line of Women’s Shoes 
retails profitably at $5 and $6. 
We invite your most critical inspec- 
tion... at the 


NATIONAL SEASONAL OPENING 


December 5th, 6th, 7th and 8th 
in Rooms 1000, 1001, 1002 


Hotel Commodore, N. Y. City 


In Attendance: 
F.L. EMERSON, BUFORD H. JONES 


and members of the Enna Jettick Sales 


Organization. 


189 different Sizes and Widths 
1 TO 12, AAAAAA TO EEE 


“You need no longer be told that you have an expensive foot” 


DUNN ano McCARTHY, we. 


AUBURN, N. Y. 
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NEW CAMPAIGN TO STIMULATE CONSUMER BUYING 








BostoN—The Consumers’ Council of 
New England, representing women’s 
organizations in all parts of the six 
states which have come to be known as 
District No. 1 of the National Recovery 











Certainly! 


Things are Brivis 


CONSUMERS’ COUNCIL 


oF New ENGLAND 





























Administration, has evolved a new deal 

of its own designed to foster public con- 

fidence and increase buying at retail. 
The Government’s “Buy Now” slogan 





is out. It is, to say the least, a bit too 
final in its implication. What is the 
use, the council argues, of invoking 
patriotism in order to boost sales for 
a moment, leaving the door wide open 
to a subsequent and disconcerting 
slump when the first flush of enthusi- 
asm has abated? 

Why not, instead, educate the public 
(and particularly the women) to the 
obvious fact that the business trend is 
definitely up, that jobs now held are 
safe, that new jobs are in the offing— 
and thus stimulate, not a feverish, emo- 
tionalized rush of buying, but a steady, 
healthy, continued growth? 

There has been too much “jiggling” 
in the business curve, council members 
feel. Instead of a plotted line re- 
sembling a profile view of the Alps, 
what this country needs is a straight 
line slanting gradually and inexorably 
upward. 

Therefore, there has been worked 
out, as a major part of this confidence- 
building campaign, a series of large 
space advertisements now running in 
New England dailies and weeklies. All 
advertisements emphasize the upward 
trend of business and give specific ex- 
amples such as are common on the 
financial pages of the newspapers but 
which art not read and appreciated by 
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women to whom this campaign is 
specifically directed. 

General Chairman of the Consumers’ 
Council is Mrs. Carl L. Schrader, who 
is working in close touch with Hugh D. 

















1S DOING ITS PART pS Tha 
® & CERTAINLY THINGS 488 BETTER! THERE /S PROGRESS AFOOT. 


» i 


CONSUMERS’ COUNCIL 
oF New ENGLAND 


oma * 











Butler, head of the New England divi- 
sion of the National Recovery Admin- 
istration. The advertisements were pre- 
pared under the supervision of Gilbert 
A. Starr, formerly advertising man- 
ager of Rice & Hutchins, Inc., and now 
in charge of publicity for the New Eng- 
land NRA. 








Under one roof... the showrooms 
of the shoe industry’s leadin 
ufacturers... 
retailers and buyers, who, in one 
visit, may learn all that is new and 
part in the shoe world. Meier 











KENT 
AUTOMATIC 
GARAGE NEw yorK 


The last word in convenience and safety 
for your car ,. . occupies its own par- 
ticular com: mt. - . offers every 
opportunity for storage by the hour, the 
day, the month . .. with or without 


service. 


Rates $15.00 monthly and upwards... 
Expert repairs on all makes of cars. 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 
Human Hands 








Shop the Mer- 
bridge Building — 
Headquarters for 
Value and Style 


man- 
easily accessible to 





the Shoe 
York ... 
trade . 


e ¢c g s g 
shoe styles are on display now at 
Buying 

the crossroads of the 
. » the Marbridge Buliding. 
Come and see them before you buy! 


Centre in New 
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1328 BROADW 








Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
367 West Adams St., Chicago, IIl. 
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NATIONAL SEASONAL 
OPENING 


December 5-8, 1933 


HOTEL COMMODORE 


ROOM 
1172 








WEDGE BALANCED 











WE INVITE 
YOU 
TO VISIT OUR DISPLAY 


ARCHLOCK 


ARCH-RELIEF 
Shoes 


Hotel Commodore—Room [172 


IN ATTENDANCE 


W. T. DICKERSON, 


. ANTHONY FAVOR, 


JOHN J. DOYLE 





THEVVALKER T. DICKERSON co 


COLUMBUS, OHIO, U.S.A. 
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POO OOP ee OTe 


WHERE TO BUY 
Men’s Shoes 


COLO Tl OT ET Te 








“HIGHEST GRADE ONLY” 








eo SHOE 
MEN’S FINE SHOES 
OLD COLONY SHOE CO. enperton 


NEW YORK & BOSTON 
Marbridge Bidg. 10 High St. 








ORIGINAL 


Dircdt, 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, Presidents 
Syracuse, N. Y. 


























Oe EO er Pe 


WHERE TO BUY 


Sport Footwear 


OA A Ee ee ee 


BASS ean 


* 
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G.H.BASS & CO. wavonnsne 





LUNCH PERIODS 
UNDER THE CODE 


ORDER NO. 6 


On Nov. 9, 1933, Retail Code Order No. 6, 
signed by R. W. Lea, acting administrator for 
industrial recovery, with approval recommended 
by A. D. Whiteside, division administrator, was 
released by the National Recovery Administra- 
tion, and reads as follows: 

“Pursuant to Article X, Section 6 of the code 
of fair competition for the retail trade, approved 
by the President, Oct. 21, 1933, and having 
found that certain provisions of said code im- 
pose an undue hardship upon certain retailers, 
and upon application for relief by said retailers, 
and upon recommendation of the National Retail 
Trade Council, | hereby grant the following 
exceptions to Article V, Section 6, of said code: 

“In communities where there has been an 
established custom to allow employes an inter- 
val longer than one hour for the midday meal, 
such custom may be continued on the same basis 
as previously, provided that in no case shall the 
interval be longer than 14 hours. In accord- 
ance with Article V, Section 6, the interval thus 
established need not be counted as part of the 
employes working time. Upon the establish- 
ment of a local Retail Trade Council, authorized 
by the National Retail Trade Council, and by 
the administrator for industrial recovery to 
assist in the administration of this code within 
a local area, the approval of such council shall be 
necessary in order to permit further continuance 
of such custom. 

“This order shall become effective within 10 
days of the date hereof unless prior to such 
time cause to the satisfaction of the adminis- 
trator shall be shown to the contrary. 

mm order becomes effective on Nov. 19, 





Boy Style Advisers 


DENVER, CoLo.—Unusual advertis- 
ing under the management of Harry 
Teets, head of the shoe department, 
Denver Dry Goods Co., resulted in sell- 
ing more shoes in one day in the boys’ 
shoe section than were sold in two 
months previously. The unique idea 
was carried out by interviewing each 
head boy of the nine Junior High 
Schools of the city and offering each 
one a pair of shoes free for his cour- 
tesy in visiting the boys’ shoe depart- 
ment and giving his choice of all the 
styles carried in stock. It was agreed 
that each boy could select the kind of 
shoes he liked best. 

Seven out of the nine students se- 
lected black shoes, while all nine chose 
Scotch grain, 50 per cent choice for 
the moccasin style and 50 per cent 
favoring the wing tip. These shoes, 
which sell regularly for $4.50, were 
specially priced for the day at $3.95. 

A large newspaper ad featuring the 
picture of each head boy was run on 
the day before the sale. 

One of the happy results of this 
project was the splendid cooperation 
of the boys, who were more than 
pleased with just the opportunity of 
getting their pictures in the paper, to 
say nothing of the gift of a favorite 
pair of shoes, according to the report 
of Mr. Teets. 
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Visiting Bata Plant 


RocHEsSTER, N. Y.—Headed by George 
F. Johnson, Jr., vice-president of the 
Endicott-Johnson Company, a group of 
company executives are at sea on their 
way to Zlin, Czechoslovakia, to pay a 
return visit to the factory operated by 
Jan Bata, which the late Thomas Bata 
founded on lines similar to those of 
Endicott-Johnson. 

Bata and a party of 12 recently 
visited the Endicott-Johnson plants at 
Binghamton, Johnson City, Endicott 
and Owego. The American party is on 
the Bremen and is expected to be met 
at port by a group of Bata officials. 

In the party, besides Mr. Johnson, 
are Laurence Merle, Leonard Steed, 
John Madden, Frank Stokes, Harry 
Rosenzweig and James Crannell. 


Cleveland to Form Association 


CLEVELAND, OH10—Shoe dealers, in- 
cluding store and department man- 
agers, held an informal meeting at the 
Chamber of Commerce rooms on Nov. 
15 to discuss the formation of a trade 
association covering the northeastern 
Ohio area. 

Cleveland, sixth city in population, 
has long felt the need of closer retail 
cooperation in the shoe field and local 
dealers pushed the proposed association 
with enthusiasm. Shoe retailers from 
Akron, Canton, Youngstown, Lorain, 
Elyria, Warren, Ashtabula, Paines- 
ville and all towns in the northeastern 
section of the State will be invited to 
join. A second meeting will be held 
next week and an invitation has- been 
sent to all dealers. 

Not only do organizers expect to 
build a permanent strong association, 
but they will make a strong bid for 
the National Shoe Retailers Association 
convention in 1935. It is pointed out 
that Cleveland is ideally situated, with 
a splendid auditorium and music hall 
for meetings, style shows, etc., and the 
city is centrally located. Several hun- 
dred members are expected in the new 
association. 


For Men’s Christmas Trade 


Fort WortH, Tex.—Brightly colored 
gift boxes containing an assortment of 
men’s hosiery which are attractively 
displayed in the windows along with 
the men’s shoes makes a_ showing 
which draws the customers at Christ- 
mas time and makes December the best 
hosiery month of the year, according 
to Gus Daniels, manager of the Walk- 
Over Shoe Store at 705 Houston 
Street in Fort Worth, Tex. 

This year, as a_ sales-getter, Mr. 
Daniel is pushing other accessories for 
men’s wear, such as garters, ties, etc., 
along with the hosiery. Mr. Daniels 
thinks this will mean -not only more 
business for the store but also it will 
be easier for the customer to supply all 





of his needs at one time and place. 
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You Can't Win! 


SHOE business founded entirely on style and price appeal 

has small chance for success—it's hard to outguess the 

mode *** A shoe business founded on the repeat-buying and 
stability of the orthopedic field is bound to be a success, if you 
follow our plan *** As a class, the dealers handling O.S.I. Brands 
are stronger today than any other comparable group *** They 
are selling not merely shoes but foot health—something 58 out 
of every 100 people want, summer and winter, good times and 
bad *** Come to Room 806, Hotel Commodore, New York, 
during the National Seasonal Opening (Dec. 5 to 8) and see the 
presentation of the livest idea in the retail shoe field today. 


ORTHOPEDIC SHOES, INC. 


1| East 37th St., New York 


GROUND GRIPPER—CANTILEVER 
PHYSICAL CULTURE and 
DR. KAHLER SHOES 
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WHERE TO BUY 


Women’s Shoes 
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BOOT | 





THE PUMP WITHOUT A GAP 
GENUINE COMPO PROCESS 
IN STOCK 


Black Suede 

Brown Suede 

Kaffir Calf 

Patent Leather 

Brown Kid 

Black Moire 

White Moire 

White Kid 
White 
tin 

Black 

Satin 
















BETT SHOE CO. 
58 N. 4th St., Philadelphia, Pa. 














GENUINE HAND TURNS 
340 





ona? Turn 
—. 


Terms 
Less 5% 
30 Days 


Re oy 


Bronze Patent Trim. Medium 
Round Toe Last. ove Heel. 2%-9 AAA-C, 


DODGE, BLISS & PERRY si: 


NEWBUR MASS. 
“THE CORRECT DODGE. FoR ALL OCCASIONS” 





KUSH-IN-EZE 


HAND TURNED 


FOOTWEAR 
IN STOCK 


— 


Ne. 156 Black 
Kid $2.25 


ae 


No. 202 Black 
Kid $2.00 


SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 


KKK KILL 





GENUINE HAND TURNS 





$3340 a 
Good Turn 
e Sells 
Another 
e 
Terms 
Less 5% 
“RENO” 30 days 
Ne. 81120IB pa Suede Patent Trim 
Ne. 8122018 m Suede Bronze Trim & 


Medium Jed ‘Last un Heel 
AAAA-D 


DODGE, BLISS & PERRY 


co., 
Inc, 





Ne RYPORT, MASS. 
“THE coRRecT DODGE FOR ALL OCCASIONS” 





Gish Goes With Shaft-Pierce 


FARIBAULT, MINN.—Lewis L. Gish, 
one of the best known and most popular 
members of the shoe manufacturing 
fraternity in the Northwest, has re- 
cently become identified with the Shaft- 
Pierce Shoe Company, Faribault, Minn., 





LEWIS L. GISH 


in the position of sales, advertising and 
distribution manager. 

Following many years’ successful 
work as a traveling shoe salesman, Mr. 
Gish was for a number of years presi- 
dent of Foot Schulze & Company and 
C. Gotzian and Company, former St. 
Paul shoe manufacturing firms. Later 
he was identified with a leading St. 
Louis shoe firm in an _ executive 
capacity. 

Mr. Gish has a wide experience in 
shoe manufacturing, a pleasant per- 
sonality, makes and holds friends, and 
is himself an excellent salesman. 





Wholesalers to Discuss Code 

BostoN—The shoe wholesalers of the 
United States are going to have a 
timely opportunity to discuss their 
NRA Code and other problems on 
Wednesday, Dec. 6, for on that day the 
annual meeting of the National Asso- 
ciation of Shoe Wholesalers will be 
held at Hotel Astor, New York City, 
commencing at 9.30 o’clock, A. M., and 
to which all wholesalers, whether or not 
members of the association, are cor- 
dially invited. 

President Henry Bell, Jr., of Phila- 
delphia, will preside and the business 
to be transacted will include the 
presentation of annual reports of offi- 
cers and committees, a report by the 
association’s NRA Code Committee, 
Carter B. Snow of Richmond, Va., 
chairman; the election of officers and 
executive committee and other mat- 
ters. 

The call for the meeting points out 
that this will be the most important an- 
nual gathering in the annals of the as- 
sociation and that the vital questions 
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involved make it incumbent on each 
member to be represented. : 

There will be a general discussion of 
the code and other questions, open to 
all present. 





Sound Money Boston Club Topic 


BostoN—Following a talk on “Sound 
Money” by N. E. Peterson, statistician 
of the First National Bank of Boston, 
the Boston Boot and Shoe Club, at its 
first dinner meeting of the 1933-34 sea- 
son, passed a _ resolution endorsing 
sound money and protesting against 
inflation. This resolution it is planned 
to send to President Roosevelt and to 
Senators and Congressmen representing 
the New England states. 

The resolution was proposed by 
Thomas F. Anderson, who enters his 
25th year as secretary of the club 
and who has not yet been absent from 
a meeting. 

A formal memorial to Frederic M. 
Haynes was also adopted. Mr. Haynes, 
who had finished his 34th year as club 
treasurer, died Nov. 6. Tribute to his 
ability and loyalty was paid, not only 
in the memorial, but also in an address 
delivered by Major Charles T. Cahill 
of the United Shoe Machinery Corpora- 
tion. 





Bowling Team Helps Business 


BIRMINGHAM —In addition to cre- 
ating amusement for employees, Mead- 
ows’ Shoe Store handling Lee’s shoes 
for men, is copping newspaper publicity 
on the sports pages of Birmingham 
newspapers once a week. The store has 
a team in the Duck Pin League, a local 
bowling league, consisting of mer- 
chants of Birmingham. The Meadows’ 
store is the only shoe store partici- 
pating, however, and at this writing is 
sitting on top of the league. 

A. L. Meadows, manager of the store 
says the store gets a lot of publicity 
from the project and is building up a 
strong following among the lovers of 
the duck pin sport in Birmingham. 

“We sell quite a few shoes to mem- 
bers of the gallery at the bowling alleys. 
They sit around watching the boys bowl 
and we associate with them quite a bit 
and get their business,” he says. 

“Sports lovers like to patronize places — 
where sports are talked. If they can 
buy a pair of shoes where sports are 
appreciated they will do so,” says Mr. 
Meadows. 

Followers of the bowling sport are 
always welcome to drop around to the 
store at 1931 Fourth Avenue and gos- 
sip about bowling. They will find the 
entire crew anxious to talk because the 
majority of them are bowlers them- 
selves. 

The games are covered by local pa- 
pers each week and write-ups are given 
each game. This puts the name of the 
store before the public at regular in- 
tervals with no charge for the publicity 
at all, Mr. Meadows explained. 

This is all in addition to supply some 
good clean recreation for members of 
the team, he added. 
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l. MILLER 
ANNOUNCES 


A TRIUMVIRATE 
of NEW VALUES 


A new, unified merchandising plan that will 
dominate the high-fashion shoe field. 


While the shoe industry, generally, is agitating about policies 
and schedules; |. Miller, acknowledged leader in the high-fash- 
ioned shoe field, boldly snatches opportunity by the forelock 
and launches a new merchandising plan—a triumvirate of new 
values. 


Starting with this coming Spring season, three distinct groups 
of |. Miller shoes, bearing the I. Miller label—first, incomparable 
dress-shoes for afternoon and evening; second, sturdier, tailored 
shoes on tried and proven walking lasts; third, a line of welts and 
active sports shoes that beggar comparison for fitting qualities, 
style and value—all will be priced to retail from $10.50 up. 


|. Miller Agencies all over the country are enthusiastically re- 
vising their merchandising plans to make room for this new 
triumvirate which will add a new impetus to their businesses and 
lengthen their margins of profit. There are still some cities where 
|. Miller is not adequately represented. Inquiries are heartily 
solicited. 


lL MILLER 


WHOLESALE DIVISION 


LONG ISLAND CITY, NEW YORK 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
ft latants’ Soft Seles...0-3 


2f, intermediates ........ 1-5 
Flexible Hard Soles. ..2-8 
Send & In-8took 
‘ ‘atalog 





MRS. DAY’S IDEAL BABY 
SHOE Co. 
Danvers, Mase. 














Highest Grade Goodyear Welts. 
Infants’ to Growin irls’, Out- 
standing Values. pring line will 
prove a Revelation in Merchan- 
dising. Send for IN STOCK 


Catalog. 
CHILD LIFE SHOE MFG.CO. 
MILWAUKEE wis. 


TAF Oe, Oe OP Pe Pr 


WHERE TO BUY 


Dancing Shoes and Taps 





OWENS SHOE CO. 


589 Essex St., Lynn, Mass. 











Wins Attention 

ATLANTA, GA.-—George Hitt has been 
a special attraction at the men’s shoe 
department of the George Muse Cloth- 
ing Company, cutting silhouettes of 
customers. Hitt, who was recently in- 
vited to the White House by President 
Roosevelt, is a cripple, but by no means 
a hopeless cre. 
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AMERICAN LEATHERS 
SHOWN AT LONDON FAIR 








LONDON, ENG.—The most successful Lon- 
don Shoe and Leather Fair ever held indicates 
a desire on the part of buyers to see the goods 
in striking display in a competitive hall. R. S 
Lawrence & Company of Edmonton, London, 
leather factors and importers, displayed Amer- 
ican products in this modernistic setting. 





Organize Toledo Group 


TOLEDO, OH10—The Toledo Shoe Re- 
tailers Association was formed by more 
than a score of dealers at a meeting at 
the H. M. & R. Shoe Co. Walter Wood, 
of the Wachter Shoe Co., was named 
president; R. C. Klock, the Chisholm 
Shoe Co., vice-president, and Wilbur 
Hoskin, of the Hoskin Shoe Co., treas- 
urer. A secretary will be named at the 
next meeting. 

The association intends to maintain 
a high standard of advertising and to 
participate in the organization of the 
Toledo Retail Council, the local code 
authority. 


Sealskin Shoe Featured 


CINCINNATI, OHI0—According to E. 
Held, divisional merchandise man and 
buyer of Mabley and Company’s wom- 
en’s and men’s better shoes departments 
College men are enthusiastic over the 
new sealskin shoes they are featuring. 
The pliability of the leather make them 
an ideal shoe for sports and general 
wear. They sell at $7.50 per pair. 
“Pointed toes for men and rounder 
toes for women is a new feature of 
their shoes also, said Held. 


Wauchula Store to Move 


WAUCHULA, FLa.—H. H. Gantt, pro- 
prietor of the Wauchula Shoe Shop, 
announces that the shop will be moved 
from its present location to the Beeson 
building on South Seventh street. The 
new store will be redecorated and a 
modern down-to-date shoe salon offer- 





ing the latest in footwear opened. 


Fort Worth Sales Gain 


Fort WortH, Tex.—A survey of 
Fort Worth shoe stores shows a de- 
cided increase in the shoe business here 
during September and October, and in- 
dications point to a still larger increase 
in November and December. 

Stores reporting an increase were 
the Walk-Over Shoe Store, the R. E. 
Cox Shoe Department, Florsheim Shoe 
Store and Zesmer’s Slipper Shop. 

The R. E. Cox shoe department, 
managed by Walter Taylor, reports 
very favorable business since its open- 
ing, Sept. 1. October sales showed an 
increase over September, and Mr. Tay- 
lor is looking forward to a steady in- 
crease from now on. 

The Florsheim Shoe Store was one of 
the few stores which reported in- 
creased sales because of the horse 
races being held near here. This store 
is located across the street from one 
of the leading hotels, which was also 
the headquarters for racing fans, and 
Glenn D. Jones, manager of the store, 
thinks the races were responsible for 
some of his sales. 

Increased advertising during Oc- 
tober boosted the sales of the Zesmer’s 
Slipper Shop, according to R. M. David- 
son, manager. October sales this year 
were more than double those of last 
year, and about 30 per cent ahead of 
September sales this year. 





Modern New Orleans Store 


New Or.EANS, La.—New Orleans 
has one of the most modern shoe stores 
in the South, with the opening of the 
new Baker’s Shoe Store for women, 
located at 831 Canal Street. Ernest 
Caleagno, who has been in charge of 
the Baker store for more than four 
years, is manager, with Sidney Law- 
ton as assistant manager. The store 
is air-cooled and equipped with the 
most modern electrical fixtures. The 
mezzanine floor is particularly attrac- 
tive. The store front is of Loquodoc 
and Levant marbles, with the name in 
bronze letters on a double Neon sign. 
The vestibule, completely illuminated 
in Neon, is adorned with bronze doors 
and a bronze grill. 





Always Suggests Socks 


LovISVILLE, Ky.—The Thos. McAn 
Men Shoe Store always suggests socks 
to customers and find that 40 per cent 
of their shoe sales carry hosiery. An 
element in this may be the way the 
hose are displayed on panels of colored 
cloth on the top of the stock shelves, 
right before the eyes of the buyer, so 


that he cannot escape the appeal of © 


pattern and colors. The panels are not 
large, holding only about half a dozen 
pairs of hose folded once and stretched 
out so that the design of the upper part 
shows well. Variety is lent by having 
some of the panels circular, some long 
and narrow and some square. Placed 
well apart they are decorative as well 
as having sales appeal. 











“~~ 
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<)) News I Like 


to Hear 


$4It has been about a year since we put an 
exclusive stock of Poll Parrot shoes in 
our juvenile department on our fourth 
floor. The first six months of this year 
we made a 13% increase in sales on a 40% 
less stock, and in August and September 

~ we have been going stronger than ever. 
For the first time in several years we have 
made a profit on children’s shoes and we 
attribute this to the merits of your prop- 
Osition and your cooperation all along 
the line. 
“Poll Parrots have certainly ‘made good’ 
with us.?? 











So says the shoe buyer for 
the largest department store 
in a large Western City. 


This is not an isolated, hand-picked example. Poll Parrots bei | 
are “making good” in hundreds, yes, thousands of the 
leading shoe and department stores in every section of 
the country. It is the nation’s favorite line of juvenile 
footwear—a business-builder and money-maker for 
thoughtful retailers who are working for the present 

and thinking of the future. 


: Pi oll-P arrot Shoes 


“They Speak for Themselves 
ROBERTS,JOHNSONS RAND 


Branch of International Shoe Co 


ST. LOUIS, MO. peed 
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WHERE TO BUY 
Spats 





Ci ie ei el 


BOND ernest SPATS 
demand 


yes mar IN 
TOC iM MEDI- 
ATE. DELIVERY in full 

of fabrics, col- 


—— 
p+ and sizes. Weite ter 

7 an and prices. the 
wil i ~ a a 


BOND 


STREET Jpals 


8 8h 6 EP PPT 


WHERE TO BUY 
Men’s & Women’s 
Slippers 


eh i i eel 






W. 8S. CHASE & SONS 
HAVERHILL, MA 


In Stock—Men’s Full Leather Lined 
Handturned Slippers 
Priced from $1.75 
Kid Pullman Slippers 
colors and black with 
)Snap Pocket 1.35 
‘Zipper Pocket $1.50 











$s. INC., 





WEAR-EVER SPeeQes, 
IN HARD SOLES ONLY 
wn SO 3700 i450 


TWO TREMENDOUS FACTORIES + 
GOOOYEAR Teans- noen TURNS 


Capacity t to 20,000 pairs daily 
THOUSANDS OF PAIRS IN STOCK/ 





A POST CARD WILL BRING A SALESMAN:: 
ANYWHERE IN THE OWsfan Stafes..wrile ‘ij 





WEAREVER SHOE 6 SLIPPER CORP. 
SOUTH NORWALK CONN. 














WHERE TO BUY 
Shoe Trees 





QUICK PROFIT ITEM - a0? 


SIMPLEX SHOE TREES 


SELF ADJUSTING— 
A gentle squeeze 
inserts or removes. 


Write for 






















Third Generation in Leather 


MILWAUKEE—Marking the third gen- 
eration in the same leather business, 
Albert O. Trostel, Jr., says: 

“I have great faith in the leather 
industry as being one of the basic in- 
dustries in the future and having great 
possibilities for development.” 





ALBERT O. TROSTEL, Jr. 


Mr. Trostel was born July 6, 1908, 
and attended the following schools: El- 
ementary schools in Milwaukee; 4% 
years at preparation school; Zuoz Col- 
lege in Switzerland. Entered Dart- 
mouth as a sophomore and graduated 
in 1930. He came to Albert Trostel & 
Sons Company in 1930 and now (fills 
the position of vice-president of Albert 
Trostel & Sons Company. 

Mr. Trostel is the third generation 
in the firm of Albert Trostel & Sons 
Company. His grandfather, Albert 
Trostel, was one of the founders in 
1854 and was actively connected with 
the business until he died in 1907. Mr. 
Trostel’s father, Albert O. Trostel, Sr., 
entered into the business in 1884 and 
has been active in the business to the 
present date, now being Chairman of 
the Board. 


New Children’s Shoe Salon 


Los ANGELES, CALIF.—Abe L, Green- 
berg, proprietor of Green’s Children’s 
Shoe Store in the Arcade Building, 542 
South Broadway, has opened a second 
shop at 5512 Wilshire Boulevard in 
the Tower Building. 

The new shop is of the salon type 
artistically furnished in period furn- 
iture and Oriental rugs. Mrs. Green- 
berg is in charge. Although located 
in the most fashionable district of the 
city the shop covers fairly well the 
complete price range save the lowest 
brackets. An orthopedic service in cor- 
rective shoes with X-ray observations 
is offered. 
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WHERE TO BUY 


Leathers 








MANDRUCCA 


8 8 8 
is the registered trade- 


> 
mark of a unique, G 
< 


grained leather of 
superior tannage, 
originated by 


the 2S ian 
signed. of this 
Piet ose 


O° ” ainaden or by 
colorful imita- 
tion, wttll be 


rere prose- 
cuted. 


R. NEUMANN & CQ. 


HOBOKEN, NEW JERSEY 





Ri 


Gerberich-Payne Adds New Line 


Mr. Joy, Pa.—Gerberich-Payne Shoe 
Company of Mt. Joy, Pa., will hence- 
forth make and stock the Stride-Rite 
shoe in Little gents, boys’ and big boys’ 
sizes. 

This shoe, introduced a year ago by 
the Green Shoe Manufacturing Com- 
pany of Boston in infants, children’s, 
misses’ and growing girls’ styles, is a 
feature shoe with a construction de- 
signed to prevent pronation and give 
growing feet proper and adequate sup- 
port. The manufacture of boys’ sizes 
by Gerberich-Payne Shoe Company 
makes available a complete range of 
sizes from infants up to adults. 

“From the inception of our company 
many years ago,” E. S. Gerberich said, 
in announcing this line, “we have al- 
ways believed that boys are little men, 
and consequently require shoes made 
over lastg and patterns with an individ- 
uality particularly suited to them. 
Whatever success and reputation our 
shoes have had we believe due in large 
measure to that belief, and our unceas- 
ing efforts to supply the kind of foot- 
wear best suited to boys’ needs and 
desires.” 

Coincidentally, with the first showing 
at the National Seasonal Opening, Ho- 
tel Commodore, New York, Dec. 5 to 8, 
the new line will be taken out on the 
road by salesmen. 

















Storm Cleans Rubber Stocks 


PiTTSsBuRGH, Pa.—A sudden snow 
storm with zero temperature cleaned 
out the stocks of rubber footwear from 
the shelves of the stores and was the 
cause of greatly depleting the local 
wholesale rubber stocks. Merchants 
feel that had last year been a good 
rubber year, customers would not have 
a temporary pair of galoshes as they 
have at present and the demand would 
have been much greater. Heavy sea- 
sonable footwear found immediate 
sales, in both men’s and women’s. 
Those stores having suede promotions 
report very little customer interest. 
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PYRAHEEL | 


SETS A SMART FASHION PACE 


LL style forecasts prophesy built- 
up heels for Spring—Pyraheel 
is ready for this trend with a com- 
plete line of built-up heels that will 
not scuff. Pyraheel does not absorb 
water, is much lighter than leather 
and has all the genuine markings of 
the smartest built-up leather heel. 
Pyraheel is the completely new 
heel cover material. Perfect texture, 
true color and remarkably natural 
grains in a complete line of patterns 
which range from kid and calf to 
many of the reptiles. 
Pyraheel is scuffless. Think what 





THE LEADING COLORS 
FOR THE SPRING 


— we have carefully matched 


each one in Pyraheel: 


FLINT GREY MARINE BLUE 
TAUPE NAVY BLUE 
BISQUE BROWN BOURBON 


PARIS GREY 














this means to the life of a shoe. Sev- 
eral of the leading shoe manufactur- 
ers have adopted it as standard heel 
covering material. It costs you noth- 
ing to have your manufacturer show 


you samples of Pyraheel — or, write 
direct to Du Pont Viscoloid Co., 
Empire State Building, Dept. 25, 
New York City. In Canada: Cana- 
dian Industries Ltd., Pyralin Divi- 
sion, Montreal, Quebec. 


REG. U, 5. PAT. OFF. 


PYRAHEEL 


REG. U. S. PAT. OFF. 


MAKES SHOES EASIER TO SELL 
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WHERE TO BUY 
Ballet Slippers 
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BALLET SLIPPERS 
IN STOCK 
Black Kid 
$600, 1st grade, $1.35 
$609, 2nd grade $1.20 


Brooks Shoe Mfg. Co. 
Swanson and Ritner Sts. 
Philadelphia, Pa. 
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WHERE TO BUY 


Shoe Dressings 


SHOP TALK 


PROFITS:— 


Come to stores through ser- 
vice. Service that brings an 
additional sale is doubly 
valuable. Recommend the 
correct Cavalier polish when 
the shoe is sold. 


Cavalier polish can only be 
secured in a shoe store. The 
sale is easy, the service ab- 
solute. For details write: 


CAVALIER 
The Shoeman’s Polish 
BALTIMORE, MD. 
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WHERE TO BUY 
Riding Boots 


| RXDING BOOTS 
’ IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 
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<« ON THE SELLING END > 


News of the Travelers and Sales Activities 








Opens Wholesale House 


New York—The M. G. Shoe Co., 
owned by Morris Goldstein, of Brook- 
lyn, has opened a wholesale house at 
80-82 Reade Street. Theodore Seidel- 
man, former sales manager for the 
Arnoff Shoe Co., is manager. 

The M. G. Shoe Co. have been in 
business about a month and are job- 
bing a line of stitchdowns and pre-welt 
children’s shoes. 








Travelers’ Convention, Jan. 11-12 


Boston—The twenty-third annual 
convention of The National Shoe Trav- 
elers’ Association, Inc. is to be held in 
the Statler Hotel, St. Louis, Mo., Jan. 
11 and 12, 1934, according to an an- 
nouncement by Secretary T. A. Delany. 

It has been the custom for some 
years past for this organization to meet 
in the same city in which the conven- 





W. T. MITCHELL 


President; National Shoe 
Travelers’ Association 


tion of the National Shoe Retailers’ 
Association is held and on the dates 
immediately preceding or following 
those of the retailers’ association. 

President W. T. Mitchell, of San 
Antonio, Tex., has broadcast the infor- 
mation regarding this convention and 
with the large number of salesmen 
whose houses are to exhibit at the St. 
Louis Show and with the marked re- 
duction in railroad rates permitted 
those attending the Show from all 
parts of the country, an unusually 
large attendance is expected. 

All members of The National Shoe 
Travelers’ Association will be extended 
the courtesy of these rates by calling 
for railroad certificates at their start- 
ing point. 


C. W. Morrill on Trip 


Boston—Charles W. Morrill, of the 
Durand Shoe Company, like the old 
Arab, packed up his samples last week 
and hiked away for a three weeks’ trip. 
Charlie’s principal trade is mail order 
houses and jobbers, and this particular 
trip is to round up his trade for sam- 
pling of the new Spring line on women’s 
shoes. 








Railway Coordinator Consults 
Travelers 


Boston—Through the office of the 
National Shoe Travelers’ Association, 
the Federal Coordinator of Transpor- 
tation, Section of Transportation Ser- 
vice, Washington, D. C., is mailing out 
“ballots” to the various members of 
that organization who are known as 
travelers—not city salesmen.. 

The object of these “ballots” is to 
discover ways and means by which 
transportation agencies may be made 
to serve better the needs of travelers. 

To enable those who travel regularly 
to state their wants and recommenda- 
tions, this particular branch of the 
Government has prepared a “Passenger 
Ballot” which is in keeping with the 
present demands of The National Shoe 
Travelers Association that transporta- 
tion rates and the surcharge on Pull- 
mans should be in conformity with 
present-day prices of commodities. 

Under existing conditions, with buy- 
ing at a low ebb and the tendency to- 
ward demands for more frequent trips 
the cost of transportation has so in- 
creased and to such an extent that it 
has eaten into the profits of the com- 
mercial travelers and the firms they 
represent and transportation by train 
has become a serious proposition. 

It is most gratifying to the com- 
mercial travelers of the country that 
railroads, particularly those in the 
West and South, are meeting the prob- 
lem on the price of transportation and 
as a result these roads are now being 
used more than they have been for 
some years past. 

It is evident that railroads are will- 
ing and eager to listen to the argu- 
ments of those who use them frequently 
and those whose business it is, in the 
selling of merchandise, to produce more 
express and freight for the railroads. 

The National Shoe Travelers Asso- 
ciation has been active on this par- 


ticular work for some years past and | 


apparently has accomplished very much 
for those who are termed “wholesale 
users of mileage.” 





Retired Salesman Dies 


CoLumBus, OH10—J. A. Vance, aged 
62, retired shoe salesman residing at 
318 East Eighteenth Avenue, died re- 
cently while visiting the club rooms of 
the Ohio Shoe Travelers Association in 
the Chittenden Hotel here. He dropped 
from a stroke and died almost instantly. 
Mr. Vance was associated with a num- 
ber of shoe factories, his last connec- 
tion being with the Harsh & Edmonds 
Co. carrying the Lion line of work 
shoes. He leaves his wife and several 
brothers and sisters. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THE /ERVICE If FREE TO YOU 








TO MANUFACTURERS AND For Your Convenience We List the 
WHOLESALERS:— Following: 
Arch Appliances 
7 Analysis Complaint Chart 
RECORDER Subscribers daily ask us where eethtiieien, Medes 
to buy certain shoes and many other items Beach Sandals 
connected with the operation of their stores. Boys’ Division, State Grade: 
Following are seme of the inquiries received Poereed oe 
this week. Slippers 
Sport 
All manufacturers, wholesalers and others, a (F ene sieneaees 
having goods to supply the following wants, Leather industry 
should address The Inquiry Dept., BOOT Union Stamp Wactories 
AND SHOE RECORDER, 239 West 39th St., Cash Registers 
New York, N. Y. Children’s Division, State Grade: 
Barefoot Sandals 
Dancing shoes 
N 1542. Shoes with ice skates attached —e 
N 1543. Arch supports and remedies ——" 
N 1544. Women’s shoes, retail $3.95 Sheepskin turns and Prewelts 
N 1545. Safety toe work shoes Chiropody Schools 
N 1546. Fitting stools and chairs Custom Knit Shee Bags 
: Dye Manufacturers 
N 1547. Custom built shoe bags Floor Coverings and Plans 
Floor covering ideas Foot Measuring Devices 
N 1548. Women’s full fashioned hose, Handbags to Match Footwear 
$1.00 Heel Protectors 
N 1549. Women’s outsize shoes Heolery, State Grade: 
N 1550. Heel guards — 
N 1551. Men’s silk; lisle 50c. hose Women’s 
N 1552. Men’s slippers, retail $3.00 —— 
Hunting boots to retail at $6.00 Woven 
’ : sn, Lighting: 
N 1553. Women’s welt oxfords with zip eater 
pers Windows 
N 1554. Warm lined shoes, men’s and Men’s Division, State Grade: 
women’s patna ond 
N 1555. White satins at $5.00 Field boots 
N 1556. Toe dancing slippers wth: Dt 
N 1557. Children’s corrective shoes wat shoes ve 
N 1558. Medium priced work shoes Work. shoes 
N 1559. Kid and Faille Operas, retail $3.00 Slippers: 
N 1560. Men’s wool hose, retail 75c. and peeing 
$1.00 Felt 
ee ae 
: The Inquiry Dept., Boot and Shoe Recorder, . 
: 239 West 39th St., New York, N. Y. : 
‘ eer nNY UIE INIIINON IDS go oc osc 0:0 0.0:566.d'00- dibs ode base's eeacenscwers 4 
& x 
¢ ee ee ee ee a g 
& a 
aia ieiste Sess aa wine Cais Rate Nae es kiais 0 a's Wal heSiowrs-0-s sla anew ebeW SiN eee ten a 
& & 
Re A ep 2 5 2 a a Da SE a eee ES TORN a ory i NG a 
g ' 
é ' 
t ee 4 
i a 
ee eres. ails 5.50 2) bien io.a oid 4pieaw a Aibion & 6p «nic uaa soe ks bore w Rcd oes He F 
7 a 
ORE Daan’ hes a wisin dod ses odie dink Gane 4554 ab ge Wo SGN So BN ee amd eek Mae seekaeN , 
i i 
gp Address 2... c cece c cece cece cece cccccccensccescccnscceeeeseceesesecceescees ’ 


Leather 
Locker Sandals 
Pullman 


Tap Dancin 
Towell eling . 
Wool 


Active Sports Shoes: 
Aviation 
Basketball 
Base 


Gymnasium 
Hunting 
Tennis 
Rubber Goods 
Riding Boots 
Riding Boot Accessories 
Scout Shoes 
Store Fronts 
Store Equipment: 
Store seating plans 
Show cases 
Ladders 
Shelving 
Valances 
X-Ray machines 
Fitting stools 
Mirrors 
Stock Cartons 
Shoe Laces 
Signs, Electric 
Stock Keeping Systems 
Stocking Protectors 
Souvenirs: 
Books 
Dolls and doll shoes 
General souvenirs 
Shoe Cabinets 
Shoe Dressings and Dyes 
Shoe Findings 
Shoe Heels 
Shoe Ornaments 
Shoe Stretchers 
Shoe Trees 
Spats 
Vamp Rollers and Stretchers 
Women’s Division: 
Dancing— Benet 


ap 

Russian boots 

Dancing sandals 
Camping boots 
Golf shoes 
Golf shoes, spiked soles 
Orthopedic shoes 
Sport moccasins 
Sport shoes 


Party Slippers 
House Slippers 
Wool Shoes 


Windows: 
ckgrounds 
Corrugated decorative paper 
Clips for price tickets 
Display 


service 
Aron Support Shoe Stands 
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SIXTY-NINE FINE THEATRES 
WITHIN SIX BLOCKS 

You can avoid traffic congestion and save 
taxi fare by walking to any of these theatres. 
4 short blocks to Madison Square Garden. 


HIGH ABOVE THE NOISY 
CLATTER OF THE STREET 
Our 32 stories of fresh air and sunshine as- 
sure you quiet rest. 1400 large rooms—each 
with bath (tab and shower) servidor and radio. 


SINGLE... from $2.50 DOUBLE... from $3.50 
Breakfast from 30c Luncheon from 65c Dinner from 85c 


Hotel LINCOLN 


JOHN T. WEST 


Manager 
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a 4 STAR HOTEL 
in NEW YORK 


CONVENIENT TO ALL 
BUSINESS ACTIVITY 
1 block from Times Square. 3 blocks to Fifth 
Avenue. 8 minutes to Wall Street. Under- 
ground passageway to all subway lines. 


4G THREE FINE RESTAURANTS 
e TO CHOOSE FROM 
The coffee room for very quick service, the 


tavern grill for atmosphere, and the main 
restaurant for dining and dancing. 










e e 





44TH TO 45TH STS. AT 8TH AVE. - NEW YORK 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 


e ° e © 




















SALESMAN WANTED 


SALESMEN WANTED 





LINE WANTED 








RESIDENT SALESMEN 


Live wire house with fast line of 
“WOMEN’S POPULAR PRICED 
NOVELTIES IN STOCK” wants 
salesmen who have good following 
and can show results. Territories 
open: entire Middle West, South and 
West Coast. State experience and 
references, territory now covering. 
ADDRESS D-545 
CARE BOOT & SHOE RECORDER 
239 West 39th St., New York, N. Y. 











VW ANTED—Shoe salesmen on straight com- 
mission for general line, old established 
firm; for Texas, lowa, Kentucky, Michigan, 
Wisconsin, Dakotas, Minnesota, Virginia, 
Pennsylvania, Kansas and Missouri. Address 
D-523, care Boot & Shoe Recorder, 367 West 
Adams St., Chicago, Illinois. 





ALESMAN wanted side lime Infants Pre- 

welts particularly ——— Penna. estab- 
lished trade. All stocked. f. No drawing 
account. — a | -_— application. Address 
D-539, care Boot & _ 239 West 
39th Street, New one N. 





W/ANTED—salesmen interested in a live and 
sound proposition. A nationally known St. 
Louis manufacturer and distributor of In-Stock 
Ladies’ popular priced Novelty Shoes is con- 
sidering Sanediaes for Arkansas; Louisiana; 
Iowa and Nebraska; Indiana; Kentucky and 
Tennessee; Washington and Oregon; Wisconsin; 
Virginia and West Virginia, and several other 
good territories; excellent commission arrange- 
ment with weekly advances against commissions. 
This line sold from coast to coast and estab- 
lished for years in all territories. In making 
application state age and experience. Address 
D-544, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





IDE line salesmen wanted to carry popular 

priced line of novelty shoe ornaments. All 
territories open. Address D-546, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


ALESMEN for old established concern for 

every state except New York, New Jersey, 
Illinois, Missouri, California. Something en- 
tirely new (small item, can be carried in pocket). 
Selling rapidly. Large commission. State 
references, experience and territory travelled. 
Address Post Office Box 40, Station A, New 
York City. 





ALESMEN wanted with established territory 

to carry as sideline on commission basis, 
full line of ladies’ beach sandals and_ sport 
shoes, and ladies’ and men’s house and boudoir 
slippers. State territory covered and lines now 
carried. Liberal commission. Address D-547, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





ANTED—Line of Women’s Cheap Novelty 

shoes or connection with general line for 
territory of Minnesota, Iowa and Wisconsin. 
Have good following. Twelve years’ experience 
retail and traveling. Excellent references; 31 
years of age. Address D-552, care Boot & Shoe 
Recorder, 367 West Adams Street, Chicago, Ill. 





LINES WANTED-—Sales agency for medium- 
priced stock line; juvenile or women’s. 
Pennsylvania, New Jersey and Maryland. 15 
years’ experience with the best accounts only; 
age 38. Address D-548, care Boot & Shoe 
ae eae 239 West 39th Street, New York, 





POSITION WANTED 


WANTED POSITION—Shoe Buyer or Man- 
ager, New York and Colorado. Have had 
18 years’ experience in this field. Age 38. 
I am free to go anywhere. Salary plus a 
percentage arrangement agreeable. Have g 
references but can demonstrate better ones. 
M. J. Hamerslough, 45 Vernon Terrace, East 
Orange, « s 








OUNG WOMAN of refinement seeks position 

as bookkeeper. Ten years’ experience with 
leading Brooklyn shoe manufacturing concerns; 
one year retail field. Familiar with cost control, 
financial statements, perpetual inventory, taking 
charge = yy gereen mdence. Address D-549, 
care Boo’ nee, 239 West 39th 
Street, oath yor °N. 





Mata manager, buyer and display man; age 

12 years as manager department and 
ain store experience. Know all markets, will 
go anywhere. A-1 references. Address D-550, 
care Boot & Shoe Matte 239 West 39th 
Street, New York, N. 





BUSINESS OPPORTUNITY 





EVERY shoe store should have a trained Chirop- 
odist. Complete course by correspondence. 

Adjustments, pads, supports, surgery taught. 

EVANS FOOT INST., Montgomery, Ala. 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn bi 
income in service fees. A new system o 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade tage can — to. No capi- 
tal required o o buy 
or soliciting. "aetablished 1394. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











WANTED TO PURCHASE 











FOR LEASE 


ILL LEASE SHOE DEPARTMENT— 

Women’s Ready to Wear Store in 100% 
Albany location doing over quarter million vol- 
ume, will lease desirable shoe department to 
volume operator from Boston or New York. 
Only responsible, experienced concerns apply. 
Address D-551, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes euch as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. 


IRVIN RUBIN 
“The House of Jobe’’ 
89 Reade St. Cor. Church 





Phone Barclay 7-7887 New York City 











CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Mi 

$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


inimum charge 
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Form New Leather Firm 


New YorK—The Polamer Leather 
Corporation has been formed with of- 
fices in the Marbridge Building, 47 W. 
34th Street. This company has been 
organized by two men who are widely 
known in the shoe and leather trade in 
New York and throughout the country. 


WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks ef shees 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc 


590 Broadway New York 


Phone Canal 6-4298 and 4299 : 
Fred Berkowitz was a popular leath- 





er salesman previous to his connection 





oe a with the Polamer Leather Corporation. 
$ HIGHEST CASH PRICES Albert Beigel was with Palter-Deliso, 
PAID Inc., as leather buyer for the past six 

for shoe stocks, slow sellers, ete. Short time years. 


lease taken over. me. Ne confidential. 


MAX GLAUBERG 
327 Church St., New York City 
Phone: Canal 6-2632 


The Polamer Leather Corporation 
will deal in both foreign and domestic 





leathers. In their American tannery 
they will manufacture black baby calf 


POLS PHGGOCS oe 





of a high quality, also a new leather 
which they will introduce soon, to be 
known as Pola Buck and Pola Suede. 
In addition to the American leathers 
they will import a line of calf in men’s, 
women’s and boys’ and growing girls’ 
weights. 


POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 




















MERCHANTS’ NEEDS MERCHANTS’ NEEDS 














- NOVELTY 
s SHOE ORNAMENTS 


af The Season’s smartest and most popular priced 
line of shoe ornaments for your Fast-Selling 
Opera pumps. 


Quality and Style at Popular Prices. 


New Improved 


Poy Cup 
for Price’ Tickets 


“oe ohm aad Write for catalogue. 
Tilts at any angle CATOLITE NeveLry. Ime. 
200 Church St., N. 


M. D. POLLINGER CO. Holland Bidg., St. Louls, Me. 

















CHRISTMAS PRICE TICKETS 


Secure your window needs NOW, and be assured 
of prompt shipment of your exact requirements. 











Green Holly Leaf on bright Rich green and red design 
red border; white background. beard. 


on white 
6 dozen @ $0.85... OR... 12 dozen @ $1.50 


X-3: SILVER XMAS TICKET, with red Poinsettia design: 
6 dozen @ $1.10... OR... 12dozen@ $2.00 


SILVER CHRISTMAS WINDOW CARDS, 8” x re with 
effective advertising messages. Write for details 


CHECK WITH ORDER, PLEASE UNLESS C. O.D. 
SHIPMENT 1S PREFERRE 


Merchants’ Service Dept. 


BOOT AND SHOE RECORDER 


367 West Adams St., Chicago, Ill. 
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Sells Store 


BERKELEY, CALIF.— Carl L. Egelin 
has sold his shoe shop at 2991 College 
Ave., Berkeley, to Otto Pinter. 








HOTELS 








FAMOTS 


Since the fourth Presi- 
dent before Lincoln, 
famous men’s letters 
and books have men- 
tioned the hospitality of 


Ome 
WILLARD HOTEL 


“The Residence of Presidents” 
Washington, D. C. 


H. P. SOMERVILLE, Managing Director 










nv St. Louts its 


mn ities | 


81H & ST.CHARLE 


9rH 6 WASHINGTON 
9 50 and up 
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BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass........ 
Ault-Williamson Shoe Co., Auburn, Me... 


Bass, Cais WOR, TER, ccvccscccs 
Bett Bie y Me Philadelphia, ee 
Brooks Shoe Mfg. Co., Philadelphia, Pa.. 
Brown Shoe Co., St. Louis, RES 





Cambridge Rubber Co., » Gambaidipe, Bess. a 


Chase, W. 8., & Sons, Haverhill 
Fr. Life Shoe Mfg. Co., Milwaukee, 


BB. ccc ccc cers eeserecesereseseseese 
Colt-Cromweil Co., Inc., New York City.. 
Colella-Leighton Co., Lynn, SE scneoe 


Connell, J. M., Shoe Co., South waa 
4 


—_s CoRR OKEDESTDHSVE REEDS CCONOCs.s 00 
Coon. W. B., Co., Rochester, N. Y......... 9 
Gredaock-Teres Co., Lynchburg, Va. 

2nd Cover 
Curtis, Stephens, Embry Co., Reading, Pa. 6 
Dao Bliss & Perry Co., Newburyport, 
Dickerson, Waiker T., Co. Columbus, 01. 91 
Dann & McCarthy, Ine. Auburn, N. Y...75-89 
Ebberts, John, be: Co., Buffalo, N. Y... 92 
Edwards, J., Co., Philadelphia, Pa. 
ack Cover 
Endicott-Johnson, Endicott, N. Y........ 59 
Ephrata Shoe Co., Ephrata, Pa......... 74 
Evans’ Son, L. B., Co., Wakefield, Mass... 42 
Florsheim Shoe Co., Chicago, Ill........ 7 
Ford, C. P., & Co., Rochester, N. Y....... 64 
Garside, A., & Sons, Long Island City, 8s 
Gerberich-Payne Shoe Co., Mt. Joy, Pa.. 51 
Green Shoe Mfg. Co., Boston, Mass..... 50 
Hannahsons, Haverhill, Mass............ 44 
Keith, George E., Co., Brockton, Mass.... 438 
Marathon Shoe Co., Wausau, Wis......... & 
Miller. I., & Sons, Long Island City, N. Y. 95 
Mrs. — Ideal Baby Shoe Co., Danvers, P 
nets eee eneesseososs veces cone WO 
Musebeck Shoe Co., Danville, Ill. ........ 5 
Nettleton, A. E., Syracuse, N. Y. ...... 92 
Old Colony Shoe Co., Brockton, Mass..... 92 
Orthopedic Shoes, Inc., New York City... 93 
Owens Shoe Co., Lynn, Mass.......... coe 0 
rds & Brennan Co., Randolph, Mass. 92 
Richland Shoe Co., Nashville, Tenn...... 10 
berts, Johnson & Rand, St. Louis, Mo.. 97 
Shaw, M. T., Inc., Coldwater, Mich...... 66 
Slater, C. B., Co., So. Braintree, Mass. 29 
Smith, J. P.. Shoe Co., Inc., Chicago, “TiL 92 
Stacy-Adams Co., The, Brockton, Mass.. 45 
Vaughan-Towle Co., Wakefield, Mass.... 94 

Vitality Shoe Co., St. Louis, Mo.......... 1 
Wear-Ever aed & Slipper erie So. Nor- 

i SO, essscepndeape seececsvae 08 
Willits Shoe Co, Halifax, Wivivcskscoane 86 
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A BUYING GUIDE TO 
OUR ADVERTIZVERSY 


IN THIS 


Si!) 





LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass............ 65 

Amalgamted Leather Cos., Inc., Wilming- 
SUNN. aio s ccaeusercaataesees cen 76-77 

Amer, Wm., Co., Philadelphia, Pa....... 71 


a Hide & Leather Co., Boston, 


Peete ewe meee eres eseeeeeeeeeeeee® 


Avon “Sole Ca., Aven, MasB..cccccccsece 46 
Barbour Welting Co., Brockton, Mass.... 84 
—— & Almy Chemical Co., Cambridge, 
54.ash beasee sa wake vanes Front wr 
Derent Viscoloid Co., New York City.. 99 
pe Leather Co., Whitehall, 
Evans, John R., Co., Camden, N. J.... 30-31 
Goatskin Tanners, New York City...... 60-61 


Hubschman, E., & Sons, Philadelphia. Pa. 27 
Hunt-Rankin Leather Co., Boston, Mass.. 58 


as ge A. C., Leather Co., Peabody, 
Levor, G., & Co., Inc., Gloversville, N. "Y. 2-8 


Lima Cord Sole & Heel Co., Lima, O. 
8rd Cover 


Neumann, R., & Co., Hoboken, N. J... 67-98 
Northwestern Leather Co., Trust, Bos- 
ton, Mass. 


Ohio Leather Co., Girard, Ohio.......... 4 
Panther-Panco Co., Chelsea, Mass....... 18 
Selva & Sons, Inc., New York City........ 12 
Spaulding Fibre Co., No. Rochester, 
ee. Ae eee eA Oe Ae ee 33-34 


MACHINERY, LASTS, MFRS’ SUPPLIES, 
DRESSINGS, ETC. 


Catolite Novelty, Inc., New York City... 4 


Cavalier Corp., Baltimore, Md............ 

Sterling Last Corp., New York City...... 87 

— Shoe Machinery Corp., Bosto 
cecccccccccos ececccccccece 47-89-80-101 


SHOE ACCESSORIES 


Pollinger, M. D., Co., St. Louis, Mo...... 105 
Simplex Shoe Tree Co., Chicago, IIll....... 98 
Scholl Mfg. Co., Chicago, Ill............ 63 


Weller, E. E., & Co., Providence, R. I.... 68 
Williams Mfg. Co., Portsmouth, Ohio.... 98 


HOSIERY 
Poggpen tienen Hosiery Co., New York 


MISCELLANEOUS 


Eastern Commercial Travelers Accident 
Bg TIRES MIR. 0k esnsvccccccesce 






Glauberg, Max, New York City.......... 105 
Hotel Lexington, New Yow av. see Jae 
Hotel Lincoln, New York City...... coe 108 
Hotels Mayfair-Lennox, St. Doula, Mo..... 105 
Hotel New Yorker, New York + a Redens 82 
Hotel Willard, Washington, D. C........ 105 
Kent Garages, New York City........... 90 
Kirseh-Blacher Co., Inc., New York City.. 105 


Marbridge Bldg., New York City....... 90 


a Retailers Mutual ere Co., 
cago, Ill. ....... 
National Shoe 


> je ee eee eeeeeeeee eee eeeeescese 


Peter & Deutsch, New York City........ 105 
Rubin, Irving, New York City............ 104 
Stephenson Laboratory, Boston, Mass..... 104 


Ad tA. feeee 





Corrective Shoes Show Gains 

DETROIT, MicH.— While many shoe 
stores have reported a trend to higher 
priced shoes, a definite gain in this 
trend has been pointed out by Bernard 
Lachs, manager of the Detroit store 
or Dr. A. Reed shoes. This is toward 
corrective shoes on the part of people 
who really need such attention, instead 
of merely getting along with shoes at 
lower prices than they can get good 
fitting in. 

So continuous has been this trend in 
recent months, that no slump in this 
type of shoes is noticed, although every 
other shoe store in the past month has 
reported a drop in business. Confirming 
Lachs’ statements are reports from 
Hack Shoe Company and the corrective 
departments of R. H. Fyfe and Com- 
pany. 


Cottage Style Store 

Lynn, Mass.— Atlas Shoe Co., 
Dwight F. Merton, manager, opens up 
at corner of Washington and Munroe 
Street a family shoe store, exterior of 
store fixed up like a cozy cottage, pan- 
elled windows and so on. 


OBITUARY 
RED 


Mrs. Joseph |. Hyland 


Mapison, Wis.—Mrs, Joseph I. Hy- 
land, wife of the owner of ‘three shoe 
stores in Madison and an officer of 
the Huegel-Hyland Shoe Co., died sud- 
denly of a heart attack at her home 
here, Nov. 5. Surviving Mrs. Hyland 
are her husband, a son, Bard H., two 
sisters and a brother. Funeral services 


were held at the home Tuesday. 
Orra W. Dow 


BELLEFONTAINE, OHIo—Orra W. 
Dow, senior partner in the firm of Dow 
& Pittman, retail shoe dealers of Belle- 
fontaine, died recently after a six 
months’ illness from organic heart trou- 
ble, superinduced by a kidney infec- 
tion. He was a native of Bellefontaine 
and started as a railway brakeman, but 
later entered the shoe business, in 
which he was engaged more than 20 
years. He is survived by his wife and 
a sister. Funeral services were held 
by the Bellefontaine Knight Templar 
Commandery. 
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REGISTERED 
The first spring shoes are dark shoes in light leathers. 
Silkid, (Quaker City’s version of Satin Mat) is serviceable 


enough to wear in winter, light enough to wear in spring, 


olsen “ i i inch 


uniformly excellent in color and quality. 





y 


QUAKER CITY DIVISION 
ALLIED KID COMPANY 
519 West Huntingdon Street, - - Philadelphia, Pa. 
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Busters are 

always upstairs 
—never in the 

basement 


Buster Brown SHOES 


; XR: 
with Dae features 


For Boys—for Girls 
BR Wrwoww aoe Goungaay, - * SAINT LOUIS 


* Also Manufacturers of Brownbilt Tread Straight Shoes 
“wenn for men, and Brownbilt Tread Straight Shoes for women 
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QUESTIONS 
and ANSWERS 
COLUMN 


Question: My early purchases of 
snap and automatics are 
nearly sold out. Replacement 
prices are higher. How can 
I justify the higher price to 
my customers? 


Answer: The solution is gaiters 
radically different in looks and 
style. That eliminates any 
comparison of prices. Rayn- 
shu Ties are being used ex- 
tensively for this purpose. 


Question: Is it wise to clean up 
my early-purchase, low-price 
snap and automatic gaiters be- 
fore buying new gaiters? 


Answer: No. Buy and push new 
novelty gaiters. Hold your re- 
maining 99 cent gaiters for the 
one woman in ten who insists 
on price only. The other nine 
will buy Raynshu Ties—they 
are so smart, different and 
practical. Your profit will be 
from fifty to one hundred per 
cent greater on a Raynshu Tie 
sale over a 99 cent sale. 





Question: How can I prove to 
my customers that Raynshu 
fur cuffs do not mat when 
wet? 


Answer: Hold a Raynshu fur cuff 
under water. Squeeze it to 
make it take on all the water 
it will hold. Now beat the 
cuff lightly against the hand. 
The cuff: will be fluffy, light 
and dry. Raynshu fur cuffs 
are really waterproof, and do 
not mat. 








Chaynshu 


with waterproof fur cuffs are selling three 
to one and Raynshu Tie dealers 
are making a better profit 





Raynshu Ties have clicked with women. They 
wanted a new gaiter style, and the Raynshu Tie 
is it. Dealers report that three out of four women 
take this novel gaiter instead of the lower-priced 
snap or automatic. Hundreds of dealers are switch- 
ing heavily into Raynshu Ties, using their other 
gaiters only for customers who insist on price. 


It is not too late to boom your gaiter business with 
Raynshu Ties .. . nationally advertised and effec- 
tively backed with dealer helps. 


Decide today that you want the extra profits that 
this quick-selling line brings. 


See them at Write 
the nearest or wire for 
Branch Office samples 


U. S. Pat. 
Pending 


CAMBRIDGE 


RUBBER COMPANY 


NEW YORK General Offices and Factories CHICAGO 
125 DUANE ST. CAMBRIDGE, MASS. 317 W. MONROE ST. 


BOSTON AND 
600 ATLANTIC AVE. LEADING WHOLESALERS 
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_.. FELTED COTTON 


DAREX SHOWS | 








, can’t get away from two 
main facts —1. Shoes are sold on 
appearance, feel and price. 2. Re- 
peat sales come from satisfied cus- 
tomers. 


Tradition, hocus-pocus and a few 
shoe men to the contrary — 10,000 y 
shoe dealers will agree that only the 

above simple facts are important. 
Therefore it’s quite easy to under- 

stand the demand for millions of 

pairs of Darex Insoles. 


Darex Insoles make shoes “feel 
better” because their felted cotton 
base gives the shoe a feeling of re- 
silient comfort. 


Darex Insoles make shoes hold their 
style-appearance longer, and wear 
well. That means customers who 
will buy again. 





WRITE 


DAREA 


Sf > ee —_ ennai * EVERY ORDER FOR MCKAY 
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AKES BETTER INSOLES 


WAY TO INCREASED SHOE SALES 





WHY DAREX INSOLES DO THE JOB * 


Darex Insoles are made of latex | 
bonded felted cotton. They are 
strong, tough, light weight, resili- 
ent, flexible, uniform, quick drying, 
absorbent, and resistant to perspi- 
ration. There is no other insole of 
any material whatsoever, in the 
same price grade that possesses the 
unusual qualities which the Darex 
cotton base assures. 


DAREX OUTSOLES, TOO 


The steady growth of consumer en- 
thusiasm for Darex Outsoles creates 
an ever greater opportunity for the 
alert manufacturer. Sport and spec- 
tator sport shoes, nurses’ shoes, 
teachers’ shoes, children’s shoes, in 
these fields and many others, Darex 
Outsoles have created widespread 
interest and demonstrated their 
ability to increase sales. Are you 
capitalizing on them? 


INSOLES 


LITTLEWAY AND CEMENT PROCESS SHOES 
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Hi-jean-ic, Stock No. 9699 


Ruby Kid Nurse Oxford 
Manufactured by 
The P. SULLIVAN SHOE CO. 
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OHN A. EVANS & CO 
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CAMDEN,N.J. @Ge—@ PHILADELPHIA 
CINCINNATI © ST. LOUIS BOSTON MILWAUKEE 
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